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ALSO INSIDE—MATERIALS CONTROL THROUGH LAND, page 28. 














... the economical 
NEW way to 


RMICA 


shed 


Here is what the new Formica Six Pack will do for you: 
1. Provide substantial savings on purchase price. 
2. Assure you of 6 sheets well matched for color 
and size. 
Protect against sheets scratched in handling. 


Go 


Easy, one-man handling, convenient to store. 
Saves space—-will stand on edge unsupported. 
copy of the Formica Protects from dust and keeps slip sheets in place. 
catalog of merchandising : Stock checking and inventory is simplified. 
materials (Form 640C). It 8. No bulky empty cartons. 

offers all the advertising : 

and promotion tools you 
need to build your profits 
with Formica. 


—_— 


Write today for your free 


~~ 7 
Ve VY 


~s 


Fabricators and shzet dealers the country over are finding 
the economical Six Pack saves time, trouble, and protects 
profits. You receive each pack just as it left the factory, 
: complete with 6 sheets of the same color, pattern, grade 
Formica Corporation - and size. 

4630 Spring Grove Ave. : 


ae é ; On your next order, tell your Formica distributor you want 
Cincinnati 32, Ohio y , y y t 


the Six Pack. This economical, convenient way of pur- 
chasing is only available from Formica laminated plastic. 


ORMICa” 


Laminated Plastrc 


The wash-off trade mark is your assurance —_— 
. ’ ° . . F Guar by 
of the world’s finest quality laminated plastic. (Good Weuseheeplog 


Or ‘i 
45 apveansea 


_— 
product of — CYANANMID 
FD-2295 
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NEW...and already a BEST-SELLER! 


the new vinyl-asbestos tile 
with color-chip styling 

throughout the thickness of 
the tile — at no extra cost! 


rae 


FROM AZROCK! ANOTHER NEW DEVELOPMENT IN RESILIENT FLOORING — 
Heavy duty architectural patterns in Vina-Lux vinyl asbestos tile with color- 


chip styling throughout the full thickness of the tile. It can’t wear off! 


BUILT TO CREATE NEW BUSINESS FOR YOU — the Vina-Lux 800 Series is 
specially designed for heavy-traffic institutional, commercial, 
and industrial installations. 


SPECIFICATIONS —9” x 9” size; 1/4.” thickness; Six exciting colors— 


appealing beiges, greys, green and white. 


ASK YOUR AZROCK DISTRIBUTOR for samples of Vina-Lux 800 Series 


today! You'll be glad you did! 
Azrock is GOING Places... Why Not GO With Us! 


AZROCK FLOOR PRODUCTS DIVISION 


UVALDE ROCK ASPHALT Co. + 591D FROST BANK BLDG. + SAN ANTONIO, TEX 


January 4, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER Circle No. 7 on Handy Cover Card 





| He takes the Quality... 
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YOU get the PROFITS! 


EVERYBODY 
gets ahead 
with Southwest 
"Friendly indian’ 
Brand Lumber 


kiln dried 

precision milled 

brand identified 

consistently graded 

clean, bright appearance 
waxed ends 

carefully handled and loaded 


speedy, dependable delivery 
the year around 


a 
Southwest quality does it 


whether it’s a carry-away sale of a couple 


/ Keeps "em coming bac k 
for more 
of boards, enough to build a house, or even a tract. 
One look at this bright. well-manufactured lumber (that 
proudly bears the “Indian sign” end stamp) tells 
customers they re getting their money’s worth. Why waste 
your. time trying to sell lumber that doesn’t have the 
quality look? Sell Southwest the brand that 


delivers value as it builds your profits! 


You can see the helping hand Southwest gives Nature 


in every board! 








LUMBER MILLS, INC. 


Phoenix, Arizona 


TWX PX 495 


General Sales Office: P. O. Box 908 
Alpine 8-481} 


135 S. LaSalle St 
DEarborn 2-3595 


Chicago, Illinois 


Eastern Region Sales Office 
TWX CG 3001 


Mills: Flagstaff, Arizona McNary, Arizona Corrigan, Texas 


PRODUCING PONDEROSA PINE, DOUGLAS FIR, WHITE FIR, SOUTHERN YELLOW PINE, AND HARDWOODS 
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WUAT IS “DSC”? This insignia 
above, which you'll see used with many 
articles in A.L., is a symbel for DEAL- 
ER SALES CONTROL. It is one of the 
permanent principles guiding our edi- 
tors. It signifies a progressive manage- 
ment method—controlling the sale— 
which works for the home building re- 
modeling, farm and commercial markets 

When a dealer controls his sales, he 
performs services for either contractor 
or consumer, assuring adequate profit 
on materials and customer satisfaction. 

DSC can stem from land control, pre- 
fabing, financing, sales of new homes 
or remodeling packages (rather than 
pieces) to builders or consumers by the 
retailer. DSC also means product brands 
and specifications controlled by the deal- 
er. 





Something to 
think about . 


¢ When compared to chain organiza- 
tions, local retailers have many ceinpeti- 
tive advantages. These include intimate 
knowledge of the local market, close 
personal contact with customers, flex- 
ibility and freedom to experiment with 
various methods of doing business. 

But according to J. Gordon Dakins, 
executive vice-president of the National 
Retail Merchants Association, financial 
and management weaknesses impair these 
competitive advantages of the independ- 
ent 

Dakins told the Boston Conference of 
Distribution recently that the independent 
often has to contend with conservatism 
of aging management or the indifference 
of second and third generation owners. 

And in those cases where independent 
management has the inclination to go 
forward, it often goes astray because of 
the lack of capital to finance such things 
as revolving credit, branch operations or 
store modernization. Sometimes, Dakins 
said, this is the result of failure to plow 
back a sufficient percentage of the 
profits 

Dakins advised independent retailers to 
develop a distinctive store personality: 
ioin a co-op buying group or work 
closely with a good wholesaler; grant 
authority to competent managers and im- 
prove salesmanship 

In the department store field, failure 
to grow has resulted in a marked de- 
cline of independent firms. In 1929, in- 
dependents owned 55% of the department 
stores in the nation. By 1954, they could 
claim only 33%. One reason is that a re- 
tail store is often not passed down to 
succeeding generations because families 
and heirs find it to their advantage to 
acquire the more marketable stocks of 
large public-held corporations. 

The independent has not declined as 
rapidly in the retail lumber dealer field 
as in other retail industries. But it could 
happen here. 
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Issue No. 3690 


Use your AIM*... Cheney Forest Products does... 
Steel Strapping cuts carlioading time 90% 


Acme Idea Man, 
B. J. Malloy helps 
many progressive 

companies solve 
material handling 

problems, 
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CHENEY FOREST PRODUCTS, INC., CENTRAL POINT, OREGON, 
sought a faster method of handling dimension lumber, such as studs. 
Their Acme Idea Man suggested packaging, using a fully powered 

A4 Steelstrapper and Acme Steel Strapping. (Idea No. $3-5) 

With the air powered A4, minimum operator effort is required, 

yet steel strapping is uniformly applied with pre-determined tension, 
sealed and cut, unitizing studs in tight, secure packages. 

Carloading time has been cut by more than 90%. 

Customers like packaged lumber, too. Unloading is easy and transit 


damage has been reduced to a minimum. 


*Use your Acme Idea Man. Cali him or write Dept. ABS-10, Acme 
Steel Products Division, Acme Steel Company, Chicago 27, Illinois. 
In Canada, Acme Steel Company of Canada, Limited, 


743 Warden Avenue, Toronto 13, Ontario. 


FET] STEEL STRAPPING 
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PERSONAL VIEWPOINT 


Builders and the New Year 


Dire predictions of fewer starts because of tight money will soon be 
hitting the headlines as the National Association of Home Builders meets 
in Chicago later this month. 

This news slant will be inspired to a high degree by the pressure of 
a relatively small number of super-builders. These are the men who have 
grown fat and prosperous with easy VA and FHA mortgage financing 
Little wonder, with the stakes so high, that their screams are loud and 
long. 

While making no effort to minimize the mortgage situation, we do 
feel that NAHB has, in recent years, often failed to properly reflect the 
needs and opinions of Mr. Average Builder. Further, every dealer and 
distributor has a very real stake in an NAHB working for the ma 
jority, not a vocal minority. Let's be specific: 

Flexibility. Take the matter of builder flexibility. NAHB seems to 
feel that 1.4 or even 1.5 million homes yearly is their God-given right 
While even the average builder wants maximum sales, he philsophically 
accepts the long-established ups and downs of housing. Viewing the na- 
tion’s booming population he knows that time is on his side .. . that a 
real disastrous housing year is now practically impossible. Every year is 
bound to be pretty good. 

Place unrestrained government support under housing and a debacle 
similar to that in agriculture is definitely possible. Unsold homes or 
surplus crops—both carry a similar stigma in the eyes of the public 


Components. While both dealers and typical builders have turned in 
greater numbers to modern house components, NAHB seems to have 
denied their existance until this fall. Recent meetings in Washington at 
the Housing Center suggest this viewpoint is now changed and _ that 
an emergency budget for component research has a good chance in 
1960. 

Again, we'd say the reason for this policy can be laid on the door 
steps of the super-builders. We both know that these men use the latest 
component methods themselves on their tract jobs. It is to their self in 
terest to deny as long as possible cost-saving techniques to the smaller 
builder and to steer clear of presenting an outstanding a system or systems 

While NAHB has sponsored research homes, they have often utilized 
off-the-market new products or systems so unconventional that they 
would take years to achieve local building code acceptance 

The success of dealers offering components of all kinds this year 
panels, trusses or prefab products—indicates the real hunger of average 
builders for the practical approach. 

Much of our concern for dealers and their builder-customers can be 
traced to American Lumberman’s DSC program begun last May. We 
have become very conscious of the problems of home building from 
the shortage of house-ready land to the improved homes that sell 


King-pin viewpoint. NAHB is presently fostering the ego of builders 
beyond all sensible proportions. We all like to feel important, but those 
close to home building know that builders depend on dealers, manu- 
facturers and their local financing sources. To think he stands by him- 
self is beyond belief. And further, the technique of building today 
wider use of components—more brand name products—greater skill 
in merchandising—all indicate that this interdependence must become 
greater, not less. 

Housing is big business not because of, but in spite of, very peculiar 
marketing antics. We believe in the end that outside sources—threat of 
more public housing, decided break-throughs technically and intense 
prefab competition—will bring more sense into this industry. When this 
happens, NAHB must offer new services and sharply reflect its mem 


bership’s real needs 
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PESSIMISTIC HOUSING FORECASTS for this year are no longer news. Worth noting, 
however, is the continued downward trend of most start estimates. 
NAHB is leading the panic party (see editorial this issue). Their 
December meeting surveyed builder intentions and then they predicted a 
10-12% decline from 1959, or 1.2 million starts. This was followed by 
editorial comment: "There is a feeling in some quarters this forecasting 
may be optimistic." The validity of such estimates may be judged by the 
size of the sample - only 25 builders participated. 


The measured judgment of firms in the securities field, while also some- 
what gloomy, is more deliberate, less emotional. The Arnold Bernhard & 
Co.'s latest survey of prospects for the building industry predicts a 
15% dip in starts and a 10% drop in the dollar volume. They say the 
mortgage market will not ease until next Spring, if then. As they note, 
easier money in April would not improve the start picture until October. 














DIVERSIFIED BUILDING MATERIAL PRODUCERS will surely benefit in the new year, 
either holding their own or improving their sales picture. Good examples 
are Ruberoid, Johns-Manville and Flintkote; all have recently inaugurated 
product diversification. 


Strong rumblings for more acquisitions and consolidations were noted as 
the year began. Many would lead the pending or discussion stage if there 
was less fear of Uncle Sam's big monopoly stick. 


USED BRICK IS A MARKETING SENSATION. Once merely bulldozed into the old 
foundation, it is now being carefully cleaned and shipped to all corners 
of the U.S. Chicago is the headquarters for this booming trade, because 
of its high rate of demolitions and the quality of its old brick. 


While going mainly into higher-priced new homes the used brick with its 
weathered appearance, is now trickling into better projects. Several 
special firms have started in Chicago to handle the brick. Their order 
files are bulging with business from Dakota to Texas. Oldtimers in the 
business scratch their heads and reluctantly admit the old brick is 
handsome, may be selling because of a trend in home building back to 
traditional designs. 














HIGHER LUMBER PRICES on the west coast are encouraging, but many dealers still 
are adopting a “wait and see" attitude. They comment it’s much too early 
to flatly state a firm, rising market has arrived. 


MODULAR SIZES FOR BUILT-IN appliances, for easy installation in stock kitchen 
cabinets, are years away. The reason: with two exceptions, appliance 
manufacturers are still using the basic components designed for standup 
units in their built-in appliances. The high cost of dies is given for 
the policy. 

Delaying modular or similar dimensioning goes even beyond the immediate 
stocking, cost problem for the millwork producer. Replacing units in the 
years to come will create many headaches, according to experts in the field. 





SALAD DRESSING FOR TERMITES was described recently in the Armour Research 
Foundation's newsletter. Based on Pentachlorophenol dissolved in oil-type 
solvents in an oil-and-water emulsion, the preparation can be troweled, 
brushed or sprayed on the surface. As Armour states the solution "looks 


like mayonnaise." 


CELOTEX HAS A NEW MOTION PICTURE promoting home ownership, which is low on 
sell, high on public service to this industry. Produced in cooperation 
with NRLDA, NAHB and financing agencies, it runs just 15 minutes, but 


does a convincing job. It's headed for conventions and television on a 


public relations basis. 
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K-V Drawer Slides 
always operate smoothly, never sag! 


nost severe 


Here in daily use is where K-V drawer slides pass their 1 
tests and prove their indisputable quality, 

e They keep drawers from sagging, sticking 

2 They operate smoothly, quietly, effortle:s 

e They give years of trouble-free service 


e And they are quickly, easily insta 


There’s a K-V drawer Sil 


lightweight to heavy d 


KNAPE & VOGT MANUFACTURING COMPANY 


Grand Rapids, Michigan 


» fixtures 
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Always or line...sight along the edge of a course of Hines Allwood Allweather Siding and see for yourself 
how flat and straight it lies. Under two coats of paint, the joints are virtually invisible. Here’s proof of 
the superiority of this siding, which builders are using on expensive homes because of its durable attrac 


tiveness and on their lowest-priced models because of its economy 


DIMENSIONALLY STABLE FOR BETTER PERFORMANCE SAVES YOU 20°, OR MORE ON MATERIALS AND LABOR 

« NAIL WITHOUT SPLITTING 
* EASY TO WORK 

« A ONE-MAN OPERATION 


Hines Allwood Allweather Siding consists of a smooth ittack. No snaking, buckling, or open joints ever 
hardboard surface laminated to a crossply of fir veneer regardless of changes in weather. One man can pul tt up! 


recision rabbeted joint makes it easy for one man 


ind a kiln-dried lumber core. It’s hot-press bonded with Che p 
waterproof glue, combining the advantages of hard simply 


4 


{ 


y to lift each 8’ length into place and nail it down 
board, plywood and solid wood...so rigid that no sheat/ automatically /evel. Because of the rabbeted joint you 
ng is needed with studs 16” on center. The fine-grained can also get 11! of coverage for each 12” width of 
material is easy to saw, won't split or splinter and resist siding — much more coverage than possible with ordinary 
abrasion and hammer dents. Tempered and sealed with lap siding [he smooth hard surface takes and holds 


pentachlorophenol to resist moisture, decay and insect paint so well that less paint is needed —another saving! 
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ALLWEATHER'SIDING | 
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See the Hines Exhibit at These important Trade Conventions: 


Northwestern Lumbermen’'s Assn., Minneapolis, Jan, 12-13 
National Assn. of Home Builders, Chicago, Jan. 17-21 
Kentucky Retail Lumber Dealers’ Assn., Louisville, Jan. 18-20 
Southwestern Lumbermen’s Assn., Kansas City, Jan. 24-27 
Northeastern Lumbermen’s Assn., New York, Jan. 25-27 
Michigan Retaii Lumbermen’s Assn., Grand Rapids, Feb. 2-4 
Middle Atlantic Lumbermen's Assn., Atlantic City, Feb. 3-5 
iitinois Lumber Dealers’ Assn., Chicago, Feb. 9-11 

Western Pennsylvan.a Lumber Dealers’ Assn., Pittsburgh, Feb. 10-11 
Wi8@engin Retail Lumbermen’'s Assn., Milwaukee, Feb. 16-18 
Nebraska LUWher Merchants’ Assn., Omaha, Feb. 17-19 
Ohio Retail Lumbermé@WmAgsn., Columbus, Feb. 23-25 


te 
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Send for free samples today | 
Just ca r write the man fron | N al S 


Edward Hines Lumber Co. 


Edward Hines Lumber Co. 
200 S. Michigan Avenue, Chicago 4, Illinois 


Please send me free samples and info 
NEVER A BEND “We use Hines Allwood Siding PORE: PENG 
almost exclusively. [t’s so rigid there’s never a bend...and no Name 
splitting. Once it’s on we're through with it. We’ve never had a Title 
single call-back with Allwood Siding. The customers like the way 
it looks and the men like to work with it. You don’t need a trim 
saw to cut it. There’s much less waste and I notice big savings in Address 
labor. That helps me give the owner a better product.” City 
W. D. Sanders, builder of illustrated house in Glen Ellyn, Ill. 


Company 
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For more SEE-able features... 


S Quality Building Products 





Up automatically 
to clear carpet 
easily when 
door opens. 


Packaged 
sets for 
doors 


M-D _Nimetl WEATHER STRIP 


Packaged sets for doors. In stainless steel or bronze. 
Complete packaged units mean easier handling for you 

easier installation for customers. M-D Numetal 
door sets available with regular door boftoms or with 
any M-D threshold. 


M-D Waz-GARD 
AUTOMATIC 
DOOR BOTTOMS 


For ALL doors. With silvery-satin or Down snugly 
Albras finish—will not rust or tar- against floor 
nish. ee a in standard lengths bo gM ca 


—28” , 36", 42” and 48”. door closes. 


M-D On-GARD 


COIL 
Ly WEATHER STRIP 


All-metal weather strip in 
handy rolls. 8 widths in 
either stainless steel or 
bronze. Features built-in 
tension, embossed nail 
zone and hum-proof edgel 


mM-D Jamb-Up 


DOOR WEATHER STRIP 
Extruded Aluminum & Durable Vinyl 


Perfect for wood or metal doors. Made of sturdy, ex- 
truded aluminum and tough, durable vinyl. Comes com- 
pletely packaged with necessary strip, nails, screws and 
instructions. Available with or without extruded alumi- 
num and vinyl DY-1 Door Bottom. 


M-D McWAY 
WEATHER STRIP 


The “original” coil metal 
and wool felt weather strip. 
Fast-selling because it's so 
easy to put on, Each in- 
dividual package contains 
one 18 ft. roll with nails 
and instructions. Packed 12 


M-D CASEMENT 


WINDOW WEATHER STRIP 


Easy to install on steel or 
aluminum casements. Slips 
over window flange. Style 
No. 1 is used on head and 
lock side or swinging edge 
of metal casement windows. 
Style No. 2 is used on hinge 
side and the sill, 








M-D H-4 FOLD-BACK 
DOOR WEATHER STRIP 


Automatically spaces _ itself 
when properly placed 
against door stop. A 
smoothly-operating, econom- 
ical packaged set for all 
standard doors. Aluminum 
Or bronze—with any door 
bottom or threshold desired. 
Nails, screws and _instruc- 
tions furnished in each set. 














BUILDERS ©3°°:.°°"",.. DEALERS °"""°°" 


MACKLANBURG-DUNCAN CO 








For more SELL-able features... 


for Doors and Windows 


M-D EXTRUDED THRESHOLDS 
AP-3 Yq —America’s 


most popular threshold with 
replaceable vinyl insert. 
Note vinyl calking strips 
under each leg, which may 
be removed if the use of 
Nu-Calk Calking Compound 
is preferred. Available in 
Alacrome or Anodized 
Albras. 














AP-1 18 —above) Designed especially for thick 
pile rugs. Has vinyl calking under legs, as well as 
replaceable vinyl insert. Available in Alacrome or 
Anodized Albras. 


AP=158 —threshoid of sturdy, extruded oluminum 
with replaceable vinyl insert. Can be used on bottom 
of door or on top of wood threshold. Available in 
Alacrome or Anodized Albras. 


M-D DRIP CAPS 


Prevents rain from draining or 
blowing under door or wood case- 
ment windows. 
A Available in DCA Aluminum 
or DCA Albras. Holes punch- 
ed, nails furnished—comes in any 
length. 
B New, heavy duty extruded 
aluminum drip cap, Packed in 
individual poly tube. Available in 
natural Alacrome and in 3 perma- 
nent Anodized finishes. - Standard 
lengths 32”, 36”, 42” and 48”. 





M-D CALKING 
COMPOUND 


Mi: (ALK Speed Loads 


World's finest calking compound 
available in loads, with or without 
nozzle . . . hand squeeze tubes 
: . or Ya pt., pt., qt., and gal 
cans. Also 5-gal. and 55-gal. 
drums, gun or knife grade. 


GLAZING COMPOUND 


Always sets to rubber-like con- 
sistency. Clean, easy to handle. 
Use and recommend with complete 
confidence that it always ‘stays 
put.” Packed in \% pt., pt., and qt. 
cans, 25 Ib., 50 Ib., 100 Ib. and 
880 Ib. drums. 








M-D DOOR BOTTOMS 


A M-D Numetal Door Bottom made of extra thick 
wool felt and heavy gauge stainless steel, brass 

or aluminum. Standard lengths—28", 30”, 32”, 36”, 

42” and 48". 

B M-D heavy duty extruded aluminum and felt door 
bottom in Alacrome or Anodized satin, bright or 

brass colors, in all standard lengths. 

¢ M-D extruded aluminum and vinyl door bottom— 
in natural Alacrome or Anodized Albras finish— 

in all standard lengths. 


NATIONALLY 
ADVERTISED 
in 17. leading 


Consumer Magazines! 


MACKLANBURG-DUNCAN CO. 


Manufacturers of Quality Building Products * Box 1197 * Oklahoma City 1, Okla. 
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MODEL 536 
6%” SAW 


SPECIAL “GOLD KEY” 
BOOKLET IN 
APRIL 30 POST 


WILL ANNOUNCE 


THESE NEW A 
1960 PRICES Ge Model 513 Trimmer 


roo! Only 839° 


Formerly $44°° 






new low price will boost demand 


Model 514 Jig Saw 


Only *39° 


Formerly *47° 

















SKIL 





HARDWARE WEEK 
GOLD KEY SPECIAL 


world’s fastest selling saw 





NOW ONLY °44 


99 


regularly 
34.995 





to create even greater turnover 


To make this year’s Hardware Week your most 
profitable ever, the Skil Gold Key Special will be 
the famous 6%” Skilsaw Model 536 at a sales- 
making price of $44.95. Just think of it! Now you 
can feature the world’s fastest-selling saw for this 
new, low price and still make your full profit mar- 
gin! So take full advantage of this offer by order- 
ing an adequate supply now. 

And, to make the world’s most wanted saw even 


more of a sales leader for you, this 64%" Skilsaw 
Model will be featured in the biggest consumer 
hardware promotion of the year. This smashing 
program will be kicked off by a spectacular 2-page, 
full-color ad in the April 30 Saturday Evening Post. 

Start your 1960 power tool sales off with a big 
success. Get on the phone, now! Call your whole- 
saler and place your order for this sensational 
Hardware Week Special. Offer expires April 30, 1960. 


Skil Corporation, 5033 N. Elston Avenue, Chicago 30, Illinois 


Circle No. 13 on Handy Cover Card 





press time 





AMERICAN LUMBERMAN & BUILDIM~ F .ODUCTS MERCHANDISER / JANUARY 4, 1960 


Industry-wideHome Improvement Show-Feb. 4-7 


Building material dealers, specialty retailers and remod- 
eling contractors will have own clinics. Management 
controls, estimating, analyzing markets, merchandising 
will be presented by top avthorities. 


CHICAGO—Management __ controls, 
which lead to more profit, will high- 
light the three-day Home Improve- 
ment Show (HIPS) here February 4- 
7. For the first time, this event has 
been broadened with special training 
sessions for building material dealers, 
specialty retailers and remodeling 
contractors. 

Speakers will include some of the 
nation’s most successful home im- 
provement contractors and dealers. 

The program starts February 4, a 
day ahead of the HIPS show itself 


with management clinics held separ- 
ately for the industry’s three principal 
retail groups. Six individual seminars 
are scheduled with each group par- 
ticipating in two different two-hour 
meetings. Trade magazine editors will 
moderate, with each panel made up 
of dealers or contractors who have 
made an outstanding success of their 
own business. 

Building Material Dealers—Gordon 
J. Lawler, editor, American Lumber- 
man, will bring together dealers who 
will explain how they control sales- 

. 


Convention Program At A Glance 


(All sessions at Hotel Sherman except those designated Navy Pier) 


Thursday, February 4th. 
Comprehensive Management Seminars 


For Building Materials Dealers 

“Hindsight, Foresight and Oversight” 
“To Be Or Not To Be” 

For Building Specialty Dealers 

“Successful Specialty Operations” 
“Costing-Estimating-Mark-up” 


1:00 p.m. 
3:30 p.m. 


1:00 p.m. 
3:30 p.m. 


For Home Improvement Contractors 


1:00 p.m. 
3:30 p.m. 
Friday, February 5th. 
Two General Sessions 


“Moment of Decision—Decline or Grow” 
“X-Ray on Your Competitors” 


aa 


8:30 a.m., All-Industry Breakfast, Keynote Session 


“The Decade of Opportunity” 

“The Fabulous 1960's” 

“The Boom in Home Improvement” 
“How to Analyze Your Own Market” 


“The All-Industry Challenge” 


A. J. Watt, U. S. Gypsum Co. 

Dr. A. Upgren, Macalester College 
Gene T. Skrivan, Bureau of 
Building Market Research 

William Hesse, Benton & Bowles 
advertising agency 

Fred C. Hecht, Sears Roebuck & 
Company 


2:30 p.m., General Session, Navy Pier 


“Merchandising . . 


Saturday, February 6th. 
Two General Sessions 


. How to Get Leads” 


pa 


8:30 a.m., Second All-Industry Breakfast 


“Management Techniques That 
Built My Business” 


Herbert Richheimer 


2:30 p.m., General Session, Navy Pier 
“Sales and Sales Mana7ement” 


men, maintain inventories and work 
with manufacturers and contractors. 
The panel will give visual examples 
of records, forms and systems that 
have helped them maintain complete 
control over their operations. 

Jack Parshall, editor, Building Sup- 
ply News, will handle markup formu- 
las, organization of personnel and 
packaging jobs. 

Building Specialty Dealers—Len 
Preyss, Building Specialties magazine 
and Bill Tell, Modern Windows will 
largely concentrate on costing, esti- 
mating and markup. 

Home Improvement Contractors— 
Joe Mason, American Builder and 
Harry Dreiser, Practical Builder, will 
tackle the need for growth among 
remodeling contractors to meet con- 
ditions in the booming remodeling 
market. They will talk about ways to 
combat unscrupulous operators in 
home improvement. 

Keynote for the convention will be 
an all-industry breakfast on February 
5. A panel of four outstanding ex- 
perts discussing the future for home 
improvement will be moderated by 
Andy Watt, vice president for adver- 
tising and promotion, U. S. Gypsum 
So. 

Panel members include Dr. Arthur 
Upgren, professor of economics, Mac- 
alester College; Gene T. Skrivan, di- 
rector, Bureau Building Market Re- 
search; William Hesse, executive vice- 
president, Benton & Bowles, Adver- 
tising Agency and Fred C. Hecht, 
Sears Roebuck & Co. 

Fred Hecht, well known to deal- 
ers, is a top Sears merchandising ex- 
ecutive, who has headed the Home 
Improvement Council (HIC) for the 
past two years. His remarks will stress 
the urgent need for industry-wide co- 
operation—especially at the local lev- 
el—in the effort to obtain for home 
improvement its fair share of the 
consumer’s dollar. 

An all-industry breakfast on Febru- 
ary 6 will present Herbert Richhei- 
mer, the man who in four years, with- 
out remodeling experience, built his 
sales to $3 million annually. Rich- 
heimer is making his second appear- 
ance before the HIPS convention. 
This year he will report that in 12 
months he has: 
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Lawler Richheimer 





* opened up new operations in Penn- 
sylvania, New Jersey. 

* added $1 million more to his vol- 
ume and increased profits 

* prepared a plan for franchising his 
methods designed to create up to I,- 
000 “little” Richheimers in the next 
five years. 

“Management techniques, which 
built my business” will be Richhei- 
mer’s theme with stress on supervi- 
sion, quality control, merchandising 
and financing. 

Merchandising will dominate four 
afternoon sessions on February 5 and 
6. The first meeting will present five 
outstanding dealers aided in their pres- 
entation by consumer magazines. 

An added feature of the session 
will be the showing of a motion pic- 
ture, “The House that Came to Life.” 
Early in 1959, Life Magazine helped 
Fairfield Lumber & Supply Company, 
Fairfield, Conn., (A.L., April 27, 
1959), with a promotion involving 
modernization of an old house, which 
then was opened to the public. 

The meeting on February 6 will 
introduce experts in sales and sales 
management. Detailed will be re- 
cruiting and training salesmen, com- 
pensation and incentives and keeping 
salesmen under control. 


Who Can Attend? 


Any dealer or contractor interested 
in the home improvement market is 
welcome. Aside from the meetings a 
record display on products will be 
assembled at the Navy Pier. 

To register in advance, write the 
HIPShow, 331 Madison Ave., New 
York 17, N.Y. Registration is also 
possible on arrival at either the Navy 
Pier or Hotel Sherman. 


Western Mills Approve FHA 
Lumber Grading Rules 

PORTLAND, OrEG.—H. V. Simpson, 
executive vice-president of the West 
Coast Lumbermen’s Association, calls 
the recent FHA action for grade- 
stamped lumber a “step ahead.” 

The grade stamping of lumber 
will relieve FHA personnel of being 
“trained lumber graders” in addition 
to their other responsibilities, Simp- 
son said. 

In its Minimum Property Stand- 
ards the FHA spells out where each 
grade of lumber may be _ properly 
used, with spans being assigned to 
each grade. Effective date of the 
new lumber requirement is April 1, 
1960. 

The regular flow of lumber to the 
job site is not expected to be serious- 
ly disturbed, Simpson said. 

Insulation changes. Another com- 
ment on MPS revisions came last 
month from Myron Miller, secretary 
of the National Mineral Wool Associa- 
tion. 

He said that revisions dealing with 
thermal insulation, announced _ last 
October, will probably result in better 
insulation practice in some _ sections 
of the country and will encourage use 
of electric heat. 

The new text contains clarifica- 
tions of the MPS (Section 714-3) on 
insulation in general and two basic 
changes for houses heated electrically. 


Sales Training Program 
For Lumber Wholesalers 

New YorK—Nine regional sales 
training seminars will be held starting 
in February by the National-American 
Wholesale Lumber Association with 
the cooperation of 29 other industry 
groups. 

A brochure about the meetings is 


available from the association, 3 East 
44th St., New York 17. 

Jack Mulrooney, the new executive 
vice-president of the association, will 
attend the seminars. 


Mouse Lifts Ban On N. J. 
Lumber Sales On Sunday! 

TRENTON N. J.—A _ small mouse 
has gnawed a hole in the newly- 
adopted Sunday sales ban in New 
Jersey. 

Mr. and Mrs. Hugh S. Miller were 
moving into a new house at Sayreville, 
only to find that the mouse, or mice, 
had arrived there before them. 

“I only saw one but it was enough 
for me,” Mrs. Miller said, expressing 
fear that the rodent might nip her 
three-year-old daughter, Hope. 

Miller went to the Channel Lumber 
Co. in the Sayre Woods Shopping 
Center in Madison Township on Sun- 
day to buy mouse traps, but learned 
that the new law prohibits the sale of 
household items—including mouse- 
traps—on Sundays. 

The store’s assistant manager, Mar- 
vin Siegel, of Union, asked Miller if 
he considered his need of the mouse- 
traps an emergency. 

“Definitely,” Miller said. He was 
sold six mousetraps, but not until he 
had written the following statement: 

“IT, Hugh Miller, called on the Chan- 
nel Lumber Co. to purchase mouse- 
traps for a new house which has many 
mice. I consider this a health emer- 
gency.” 

Miller caught one mouse but said 
three others escaped from the house. 

Besides mousetraps, the new law 
bans the sale of lumber and building 
materials among a long list of “non- 
essential” items. The Channel Lumber 
Co. is leading a fight against the new 
law, which has gone all the way to 
the State Supreme Court 





Foamed Plastics, Plywood Skin Panels 
Featured in NAHB Research House 


East LANSING, MICH.—A two-story 
research house has been built here 
which includes a foamed plastic re- 
taining wall built against the banked 
contour of the lot so that only the 
second floor of the house has rear 
exposure. 

The house also has a floor slab of 
foamed core, cement-asbestos — skin 
panels in lieu of concrete. 

It is jointly sponsored by the Na- 
tional Association of Home Builders 
and Michigan State University. Byron 
Radcliffe, of MSU, coordinated the 
project. 

Other features are as follows: 

* Two types of factory-applied roof- 
ing with field jointing to match. 

* All-plastic hot and cold water 
plumbing lines and sewer and waste 
systems. 

individual 


* New type sewage unit 
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and effluent field. 

* Heating by LP gas-fired furnace 
with air conditioning; duct system in- 
corporated in the floor structure. 

* Expansible electric distribution sys- 
tem designed for future increased 
housepower. 

* Plywood skin, foamed polystyrene 
stabilized wall and roof panels, with 
the retaining wall panels of the same 
material buried into ground. 

* New. knocked-down, _field-assem- 
bled system kitchen cabinets. 

Among the manufacturers who 
participated in the project are Kop- 
pers; Reynolds Metals; Du _ Pont; 
Goodrich Chemical; B&B Chemical; 
U.S. Steel; U.S. Plywood; Stanley 
Hardware; Dow Chemical; Rudd; 
U.S. Ceramic Tile; Fibresin; RCA 
Whirlpool; Emerson-Pryne and Pro- 
tane = 





THE GREAT WHITE FLEET of Armstrong Cork Co. which will visit some 20,000 retail 


flooring dealers from coast to coast. 


Merchandising Caravan to Sell Flooring 


LANCASTER, PENNA.—A caravan of 
22 mobile “showcases” will fan out 
from here this month to visit retail 
flooring dealers with a plan to mer- 
chandise resilient floors. 

Called “Let’s Get Rolling,” the new 
merchandising program has been an- 
nounced by Armstrong Cork Co. in 
conjunction with the company’s cen- 
tennial observance. 

Retail dealers will be able to tour 
the trailer while it is parked at his 
store or at a wholesaler’s warehouse. 

Each trailer is about 50 feet long. 
Samples of every pattern in the Arm- 
strong line are carried in the trailer. 

A file of blueprints in each trailer 
will show dealers how to build displays 
at low cost. There is also a complete 
library of merchandising ideas. Films 
can be projected on a_ pull-down 
screen near a lounge area 


| Se 
MOBILE SHOWCASE was tested before 
being put on the road. Bill James (right, 
above) owner of Peninsula Building Spe- 
cialty Co., Hampton, Va., discusses his 
plans to ‘‘get rolling’’ with Sam Noel 


(left), salesman for wholesaler J. J. 
Haines & Co., Norfolk and Ed Epperson, 
Peninsula salesmen. 





Home Builders Sour 


WASHINGTON, D.C.—Prospects for 
home building in 1960 have these 
problems, according to the National 
Association of Home Builders: 
¢ FHA and GI housing is on the 
rocks. 

* Buyers are harder to qualify. 
* More second mortgages. 

* Commitments hard to get. 
¢ Shift to rental projects. 

Bigger houses and higher costs. 

The rather dim outlook was given 
to government officials at a confer- 
ence last month by 25 representatives 
of NAHB. W. Evans’ Buchanan, 
Washington, summed up the builders’ 
viewpoint this way: 

“The housing market will be char- 
acterized by tight money which will 
produce in turn a 10% to 12% drop 
in the number of dwelling units to be 
built.” This would mean about 1,117,- 
000 homes for 1960. 

The late 1959 score on discounts 


18 


About ‘60 Prospects 


averaged eight points on GI and four 
points on FHA financing with dis- 
counts beginning to show up in some 
places, along with second financing 
on conventional mortgages, the build- 
ers reported. 

The builders said that increased 
interest rates are a key factor in the 
difficulty of qualifying potential buy- 
ers. 
They said that an increase of 1% in 
interest rates during the past year 
raised mortgage payments $110 a 
year, which means that a buyer needs 
$500 more annual income to qualify 
for credit. 

Very few of the conferees were 
counting on changes in federal legis- 
lation to improve the prospects for 
1960. 

There was, however, a hope that 
some help will come from unused 
provisions of the 1959 Housing Act 
such as the trade-in program, lower 


FHA down payments and better sup- 
port of the FHA-GI secondary mar- 
ket by the Federal National Mortgage 
Association. 

Meanwhile, J. Stanley Baughman, 
president of Fannie Mae, disclosed 
that his organization has bought more 
than $1.8 billion of mortgages through 
November this year. About  two- 
thirds of these were through the agen- 
cy’s “special assistance” functions such 
as housing for the elderly and cooper- 
ative housing. 

The F.N.M.A. bought some 54,000 
regular mortgages insured by VA or 
FHA through November of 1959, 
totaling $642 in value. 


Flooring Price Changes 

LANCASTER, PENNA.—Linoleum 
items from the Armstrong Cork Co. 
have been increased from 3% to 5% 
while certain vinyl tiles are being re- 
duced, according to J. H. Binns, gen- 
eral sales manager for the floor divi- 
sion. 

Cork tile is up 7'2%; rubber run- 
ner, to 5% and plastic Accowall is up 
8% in the price changes at Armstrong. 
A new Quaker felt-base floor covering 
can be sold at retail for 13 or 14 cents 
per square yard less than heavyweight 
felt-base sheet goods, Binns said. 


Home Building Course 

URBANA, ILL.—The University of 
Illinois Small Homes Council an- 
nounces its 15th annual short course 
in residential construction will be held 
on the Urbana campus Jan. 14-15. 
Dealers who plan to attend may ob- 
tain further details by writing to the 
Council, Mumford House, Urbana, 
Ill. 


Aluminum Products Gain 

PITTSBURGH, PENNA.—Sales of alu- 
minum building rose 40% in 1959 
over the year before, according to 
Frank L. Magee, president of Alum- 
inum Company of America. 

Uses of aluminum in_ residential 
building products showed the sharpest 
gain of any market for the metal, he 
said. 





Obituaries 

Carl D. Brehm, president and treas- 
urer of the Wilbur Warehouse & 
Sales Co. and purchasing agent of the 
Wilbur Lumber Co. of West Allis, 
Wis., died recently. Mr. Brehm also 
was a past president of the Wiscon- 
sin Wholesalers’ Club. 

Charles D. Carey, president of 
Carey Lumber Co., Oklahoma City, 
Okla., died recently after suffering a 
cerebral hemorrhage. He was 72. 

Myron D. Miller, Jr., secretary of 
the National Mineral Wool Associa- 
tion, died recently of a cerebral hem- 
orrhage at his home in Maplewood, 
N. J. He was 36. 
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distinctive 
wood patterns 





luxurious 
color tones 


sure-fire money-maker—Miraply!—finest wood paneling you've ever seen or sold! 


If you’re missing out on pre-finished paneling’s soaring 
popularity, now’s the time to get your share with Miraply 
the newest and finest pre-finished paneling. /t sells for about 
half the price of paneling of comparable beauty : 


/ 
Not a paper or plastic laminate, Miraply is grand new prefin- 
ished hardwood plywood patterns... quarter-inch ... with each 


wood grain and color skillfully selected for its own peculiar 


elegance. Has wood’s carefree, durable, stain-resistant benefits. 


3 different wood patterns to choose from—Cherry, Walnut 


and Oak—and 16 truly luxurious color tones! 


Write now for the name of your distributor! And start getting 
your rightful share of this profitable market immediately! 


+ 


MIRATILE MANUFACTURING CO., CHICAGO 20, ILLINOIS 


more patterns, more colors 
...see for yourself... 





Heese Cry He! [6 NEW, ERY WYSE 
to sell wo0g,, PUEMG brofieshyy! 


MIRAPLYS TM MIRAPLYS  MIRAPLYS 








| Beautifil, cwvefree 
MIKAPLY 
a NATURAL Pletinished hardwood plywood patterns 
4 ff é it for Homes, Offices, 
: Stores and Institutions 


is completely pre-finished, needs 
no sanding, staining or varnishing—no “on- 


the-job" finishing of any kind. 


panels are perfectly matched for 
grain and color so there's complete uniform- 


ity from one panel to the next. 


fine furniture finish, a highly 


resistant lacquer, resists dirt, stains and 





grease-marks to retain a rich loveliness for 


years of carefree homemaking. 


goes up easily, quickly in large, 
standard-size 4’ x 8’ panels by nailing to 
studding or cementing to existing walls. 


is random grooved to fall on 16” 
BLEACHED centers, half-grooved at the edges to hide 
Bi | Wa d butt joints. 


DEALERS! 


WRITE NOW FOR ALL THE DETAILS ON 
THIS NEW PROFIT OPPORTUNITY. . . PLUS THE 


FRUITWOOD DRIFTWOO PARCHMENT 
NAME OF YOUR NEAREST DISTRIBUTOR! 


Circle No.1 on the Handy Cover Card. 
Mit 


8201 SOUTH WALLACE STREET, CHICAGO 20, ILLINOIS 


CHAMPAGNE MINK Branches: Elkhart, Indiana « Whittier, California « Fort Worth, Texas 











FIRST BIRTHDAY for Teco plywood grade 
stamp is observed by anniversary pla- 
card in warehouse of Willamette Valley 
Lumber Co., Dallas, Ore. Edwin Smock, 
control officer and L. A. Patronsky, man- 
ager of the Western Research division, 
Timber Engineering Co., Corvallis, Ore., 
inspect grade-stamped stock. From four 
mills a year ago, 11 plywood producers 
now carry the Teco grade. 








Fourth School For Kitchen 
Specialists Is Scheduled 


CuicaGo—The fourth annual Train- 
ing School for Kitchen Specialists 
will be held here March 27—April 
2, 1960. Announcement was made at 
the recent annual meeting of the Na- 
tional Institute of Wood Kitchen 
Cabinets held at The Homestead, Hot 
Springs, Va. 

Courses will be offered in kitchen 
planning, perspective drawing, kitch- 
en selling and related subjects. Kitch- 
en authorities of leading magazines 
and industry specialists will also 
speak. 

Further information may be se- 
cured from the institute headquar- 
ters, 75 East Wacker Drive, Chicago 
1, WL. 

Factory-built wood cabinets will 
capture 60% of the kitchen market 
this year, Lawrence Gralla, publisher 
of Kitchen Business, told the Virginia 
meeting. He said most of the other 
cabinets were wood, but not factory 
built. 

Kitchen installations this year, in- 
cluding new homes and replacements, 
will reach 1,780,000, Gralla said. 


Yard Layout Kit Available 


PORTLAND, OREG.—A _ yard _plan- 
ning kit to enable a lumber dealer to 
reproduce his yard in miniature is be- 
ing offered by Hyster Company. The 
kit was featured at the NRLDA Ex- 
position in Cleveland. 

By laying out the entire yard in 
front of him, the dealer can try a 
variety of storage arrangements be- 
fore any physical labor or alteration 
costs are involved. 

Included in the kit are die-cut 
pieces representing standard items or 
package sizes handled in a retail or 
wholesale yard, also industrial trucks 
commonly used in, lumberyards, 
along with instructions; a large, clear 
acetate grid sheet, inventory forms 
and industrial truck specifications. 

The kit may be secured at produc- 
tion cost by writing Hyster Company, 
P.O. Box 847, Danville, Ill. 
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IT’S BEEN PROVED IN THOUSANDS OF STORES: 


Nothing sells garden tools like a 
Green Thumb TOOL ISLAND 


The most successful self-service merchandiser ever developed for 


lawn and garden tools. Puts a complete selection of the most popular 


tools in a good traffic spot, and makes them easy to pick out and buy. 


Mobile, sturdy and eye-appealing. 
You can build a whole “Green 
Thumb” garden display around it. 
ORDER AT THIS SPECIAL PRICE: 
To help you get more garden tool 
business and a higher average profit, 
we offer this TI-72 Merchandiser, 
complete with fast-turnover basic 
stock of 4 doz. long handle, 2 doz. 
short handle Green Thumb tools 
as shown, only $143.12 delivered 
($146.58 in West). Order from 
your Green Thumb wholesaler. 


. 


THE UNION FORK & HOE COMPANY 
Columbus 15, Ohio 


Circle No 





14 on Handy Cover Card 21 





HANDS UP means an ad man or editor in this 
dealers. The idea is one of a series sponsored by New York advertising agency for 


various retail fields. 


group got a brainstorm for lumber 


“Brainstorm” Session Gives Out Many 
Promotion Ideas for Lumber Dealers 


New YorK—Want some free ideas 


from a group of fertile, imaginative 


promotional brains? Then the tips list- 


ed below are for you. 


The ideas came from a “brain- 


storm” session on behalf of lumber 
dealers by the advertising experts and 
editors pictured above, sponsored by 
Batten, Barton, Durstine & Osborn, 
Inc.. New York advertising agency. 


Take your pick: 


ADVERTISING 


Advertise “specials” each day 
Advertise in local papers, with small- 
er ads, on a more frequent schedule. 
ule. 

Advertise on _ radio, when shifts 
change in manufacturing | plants. 
When workers are driving home, 
they will hear ads 

Change the hours of radio adver- 
tising. Shoot “fire power” at women 
when they’re home. 

Use live TV shows and actually 
build projects on the show. 

With proper signs, wording of ads, 
messages on radio, get people “off 
the beaten shopping track” with an- 
nouncements of better parking and 
shopping facilities for the custom- 
ers. Show a map of either the city 
or neighborhood with the store’s lo- 
cation in newspaper ads. Feature 
small amount of time to drive to the 
yard. 

Advertise the advantage of shopping 
during the week. 

Advertise that on certain jobs the 
customer just picks up one package 
(all the pieces are gathered to- 
gether.) 

Publicize the arrival of new build- 
ing materials. Feature new items in 
the store. Put notices on wind- 
shields of cars in supermarket park- 
ing lots. 


10. Publicize the people who build their 


own homes. 

Show commercials on outdoor 
(drive-in) screens. 

Get names of all owners of homes 
with unfinished attics, basements, 
etc. Let owners know that when 
they're ready to complete _ thei! 
homes, “Such-and-Such Lumber 
Company” has the materials ready 
for them and will show them how 
to do it. 

Educate people to the fact that 
they can get everything, at one 
stop, that they need to build or re 
model. 

Advertising should use more pic 
tures showing the finished job 
Dealers should box a section of their 
ad and list various “helps” on re 
modeling and repair 


PROMOTION 


Have a baby sitting service . . . put 

* circular pen with toys for both 
"ys and girls or a rack with comic 
Oks. 

Have contest in which customer has 

to bring something in to the store 

(for example: give a prize for old- 

est hammer.) 

Promote finance plan. 

Have a Christmas promotion of gifts 

for husbands—this would attract 

women to one area. 

Feature “gifts for the entire fam- 

ily.” Bring the family together by 

making their own finished basement 
. . . a “Family Package Deal.” 

When a father buys saw, etc., give a 

toy saw for his child. 

Arrange displays and promotions 

with other local merchants. 

Set up a premium system—premi- 

um card to be punched only during 

the weekdays. 

Give trading stamps on all pur- 

chases during the week made _ for 

cash. 


10% discounts to customers bringing 
a neighbor in, in the morning. 

Set up a schedule for giving dem- 
onstrations of doing particular jobs, 
i.e., laying linoleum, installing locks, 
etc. 

Buy garden gloves and send one of 
the gloves to women, telling them 
they can get the other glove by 
coming in to the store. Do the same 
with pairs of nylon hose. Customer 
gets the other stocking in the right 
size by visiting the store. 


. Once a month have an “Open 


House” at night. Give out flowers 
to wives. Show movies put out by 
manufacturers at these gatherings. 
More promotion of package selling. 
The complete decoration of a home 
for “X” dollars. 

Have contest with kids on making a 
bird house—winner gets free set of 
tools and his project is put on dis 
play all week long. 
Have a “Contractors Night”—fea- 
ture a patio night, barbecue night, 
etc 
Contest among schools in which 
students are asked to show how they 
would remodel their own kitchen if 
they were doing it. 
Have contest among teen-agers for 
changing their room. 
Guess the number of nails in win- 
dow, during the week. 

Guessing contest for the cost of an 
added room. Winner would get ma- 
terial free. 

Food store items, marketed as loss 
leaders, could be sold at lumber 
dealers to increase traffic. 

Have Women’s Club Day—when all 
women buy something that day ; 
profits go to their particular club. 
Work with Garden Clubs. Dealers 
have all necessary things to supply 
for gardens as gifts. 

Have a “Church Week” on all pur- 
chases made Monday through Fri- 
day, by members of certain churches 
The dealer would give a certain per- 
centage of the money to. their 
church. 
Contact chairman of community 
chest or other charity in the local 
town. Members buying materials 
from yard—would get a gift bonus 
to make up their quota. 

Have rose bush sale one week, Mon- 
day through Friday. The next week 
take another line of bushes . . . sell 
at lower cost. Maybe a 1¢ rose bush 
sale. Buy one at regular price, get 
second one for 1¢. 


DISPLAY 


Show customers an actual finished 
product (not just a small sample): 
i.e., finished door hung, kitchen, 
etc. 

Have a revolving display each week 
so people don’t see the same thing. 
Have more explanatory signs on dis- 
plays in yard to avoid customers 
asking too many questions . . . i.e., 
price per foot, types of woods and 
colors the sample is available in, etc. 
Rent space in a nearby supermarket 
parking lot and use for small dis- 
play. “This is one of 2,000 items 
found at So-and-So Lumber Center.” 
Set up sales pitch on tape. Have 
displays rigged so that they “talk” 
to the customer, when he or she 
stands in front of the display. 

Set up displays in lobbies of banks. 
loan associations, any place where 
short-term financing is featured. 
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New Monthly Section in A.L. Keyed 


To Changing Hardware Industry 


CuicaGco—Starting with the next 
issue, American Lumberman will pub- 
lish a monthly hardware section for 
lumber and building materials deal- 
ers. 

The editorial section will give the 
latest merchandising ideas for sales 
of “big-ticket” hardware to contrac- 
tors, plus new slants on consumer 
store business, according to Gordon 
J. Lawler, editor. 

“We are beginning this section be- 
cause of significant marketing changes 
which affect our readers and, indirectly, 
old-line hardware retailers,” Lawler 
said. He pointed out two major trends: 

1. Over 90% of the building ma- 
terials dealers of this country now 
sell broad hardware lines. Studies re- 
veal that lumber and building ma- 
terials dealers plan to expand these 
lines. 

2. The strictly hardware dealer 
seems to be turning from basic build- 
ers hardware and placing most em- 
phasis on small appliances, house- 
wares, sporting goods, toys and gift- 
ware. Building materials merchants 
are picking up abandoned hardware 
lines by default and also by aggres- 
sive merchandising. 


Lawler made the following state- 
ment of goals for American Lumber- 
man’s new editorial section: 

1. Strong emphasis on 
hardware—inventory control, 
and training manpower. 

2. Tested ideas for integrating 
hardware displays with building ma- 
terials in the showroom. A.L.’s store 
planning division, which has planned 
over 150 stores, will consult with the 
editors on these ideas. 

3. Marketing features on _hard- 
ware and paint purchasing, discounting 
and turnover. A.L.’s correspondents 
throughout the country will assist in 
these articles. New markets will be 
explored. 

4. A special news section with em- 
phasis on distribution and special of- 
fers being made by producers. 

5. Illustrated “profit shorts and 
tips” on hardware. 

6. The most complete department 
yet published on new hardware prod- 
ucts and sales tools for the retail 
lumber and building materials mer- 
chant. New product reports will in- 
clude marketing information—prices, 
markups and methods of distribution 


builders 
selling 





Firms Expand and Merge 

Detroit—Two of the largest lum- 
ber firms here, Restrick Lumber Co. 
and Erb Lumber Co. merged Jan. 1. 
Headquarters will be in Royal Oak. 
The new name will be Erb-Restrick 
Lumber Co. Each of the firms does 
an estimated million-dollar business 
annually. 


* A new $2 million research and 
technical service center will be con- 
structed on a 100-acre site in Mace- 
don, N. Y., by Kordite Corp., man- 
ufacturer of polyethylene plastic 
products for home, farm and indus- 
try. Scheduled for full occupancy by 
January, 1961, the new two-story, 


50,000 square foot structure will con- 
tain facilities for research in plastics 
and packaging as well as_ technical 
service areas. 

* National Gypsum Co. announces it 
will begin a major expansion of its 
plant in Rotan, Tex., next spring. It 
is estimated the expanded plant will 
have the capacity to produce enough 
gypsum wallboard, lath, plaster and 
other gypsum building products far 
some 75,000 homes a year, says 
board chairman Melvin H. Baker. 

* Zegers, Inc., Chicago manufactur- 
er of weatherstrip-sash balances and 
other window equipment, has begun 
construction of a new 18,000 square- 
foot plant in Peotone, Ill. 
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PRACTICING WHAT IT PREACHES—The new United States Plywood particle board 
plant to be built in South Boston, Va., sketched above, will be of all-wood construc- 
tion, from beams and trusses to siding and roofing. Roof of office section will use 
a pre-stressed plywood panel component invented by Panelbild, Inc., Seattle. Fac- 
tory roof will be 34” Douglas Fir plywood with special surfacing. Sidewalls will be 


pine Duraply. 
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Advertisement 





COMBINATION 
STRAPPING UNIT 


A money-saving 
strapping ‘‘pack- 
age’ including 
stretcher cutter and 
dispenser—at a 
low-cost package 
price, is now avail 
able. Write: Dept. 86, 
A. J. Gerrard, 1952 
Hawthorne Avenue, 
Melrose Park, IIlinois. 


Circle No. 2 on Handy Cover Card 
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STRETCHER 
and SEALER 






Versatile stretcher for strap- 
ping boxes, cartons, and bun- 
dling of compressible objects. 
Also, easy to operate sealer for use with %” 
strapbinder seals. Write: Dept. 84, A. J. 
Gerrard, 1952 Hawthorne Avenue, Melrose 
Park, Illinois 

Circle No. 3 on Handy Cover Card 





OVAL STRAPPING 


MACHINES 
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Are available in several sizes and styles to 
meet practically every industrial requirement 
Write: Dept. 93, A. J. Gerrard, 1952 Haw 
thorne Avenue, Melrose Park, Illinois. 

Circle No. 4 on Handy Cover Card 


BRE a RP aE 
STRAP AND WIRE 
CUTTER 






Dual purpose cutter—cuts oval strapping, up 
to %,” wide flat strap, as well as 14 gauge 
and finer round wire. A valuable tool that 
poys-for-itself in any receiving or shipping 
department. Write: Dept. 41, A. J. Gerrard 
1952 Hawthorne Ave., Melrose Park, lilinois 

Circle No. 5 on Handy Cover Card 
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Bilt-Well 
CASEMENT Only BILT-WELL 


Casements, and 
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Double-hung 
window Units have 
this exclusive 
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This patented feature permits 
an unlimited number of single 
units to be joined in multiple 


Bilt-Well horizontal groupings. 


DOU BLE-HUNG 
Units 
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SECTION THRU wuLL 2 UNITS 
JOINED—UNITIZED SILL 7 
a 
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Unitized Construction keeps 
BILT-WELL Window costs low! Look for these BILT-WELL Features 


Eliminate the complexity of furnishing multiple window 1. DISTINCTIVE HARDWARE 
openings. Eliminate problems with long sills. Offer unlim- 9. EFFECTIVE WEATHERSTRIPPING 
ited selection of window groupings. Save time in service 3. PRESERVATIVE TREATED 
to your customer. All this with greatly reduced inventory. ‘ 
4. SURPASSES FHA Requirements 
Specify the newly engineered BILT-WELL WINDOW UNITS 5. SINGLE or INSULATING GLASS 
CARADCO, Inc., Dubuque, Iowa 


BILT @ WELL 
Theres more to sell with TT aL work by Caradco 
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Specify the 
BILT-WELL 


Line by 
CARADCO 


Super-hold 
with ingenious sash-holding 
device for budget homes. 


Super-lift 
with fingertip operation for 
medium priced homes. 


Super-therm 


with double insulating glass 
for custom built homes. 


Casement Windows 


Sleek, trim, double-weather- 
stripped casements with con- 
ceqled hinges and hardware 
Unitized sill permits side-by- 
side installation in long rib- 
bons. 


Awning Windows 


New releasable hinge per 
mits removal of sash for easy 
if cleaning. Lever, jointed bar, 
rigid bar or gear operator 
7 available. Use these windows 
as casements, awning, hop 
per or fixed sash 


tchen Cabinets 


Beoutiful, streamlined cabi- 
nets of Ponderosa Pine, all 
water repellent treated for 
dimensional stability, with 
pine or birch doors and 
drawer fronts. Cabinets come 
in 3” modules to fit any size 
kitchen. Wide choice of ac 
cessories 


Storage Walls 


Economical and practical 
arrangements of door and 
drawer units form complete 
storage walls. Easy to install 
in out-of-the-way corners for 
additional storage, too 


BILT-WELL Products 


by CARADCO, inc. 


. Dubuque, lowa 
®., a 
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MEN /n the news 


* George T. Kinley, president and 
general manager of William L. Mar- 
shall, Ltd., New York City, was elect- 
ed president of the Mahogany Asso- 
ciation at the group’s recent annual 
meeting in Greensboro, N. C. He suc- 
ceeds John H. Miner, The Mengel Co.., 
Louisville, Ky. 


¢ John R. Schoemer has been appoint- 
ed a consultant on architectural hard- 
ware for the Yale & Towne Mfg. Co. 
and will make his headquarters at the 
Yale Lock & Hardware division’s cen- 
tral office in White Plains, N. Y. He 
is a charter member of the American 
Society of Architectural Hardware 
Consultants and also served as man- 
aging director of the National Build- 
ers’ Hardware Association for 15 
years. 


* Thomas J. Lannen has been ap- 
pointed manager of residential sales 
for Aluminum Co. of America, Pitts- 
burgh, Penna. He succeeds William 
S. Ellis, Jr... recently named adver- 
tising promotion manager of Alcoa. 


aya 


Edward A. Stamm leo W. Beckstrom 


Leo W. Beckstrom, who has served 
the past Il years in Washington, 
D. C. representative of the Western 
Pine Association, has been named 
manager of the association’s trade 
promotion department. Beckstrom 
will supervise an $800,000 annual 
trade promotion-advertising program 
on behalf of the 10 lumber species 
manufactured by about 35. associa- 
tion member mills in the 12-state 
Western Pine area. 


¢ Edward A. Stamm has been named 
general sales manager of Boise Cas- 
cade Corporation’s lumber and _ply- 
wood div. He had been general sales 
manager Of Herbert A. Templeton 
Corp., Portland, Ore., recently  ac- 
quired by Boise Cascade. His head- 
quarters will continue to be in Port- 
land where the Templeton Corp. has 
offices. 


* Well-known Oklahoma lumberman 
Jesse D. Davis after 37 years’ affilia- 
tion with Long-Bell Lumber Co. and 
three years with Tamko_ Asphalt 
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Products, Inc., has been named gen- 
eral counsel and director of industry 
relations with Southwestern Lumber- 
men’s Association in Kansas City, 
Mo. 


* Vice-president M. J. Warnock has 
been elected a member of the board 
of directors of Armstrong Cork Co., 
Lancaster, Pernna., filling a vacancy 
created by the recent death of H. W. 
Prentis, Jr.. chairman of the board 
and former president. 


* Dan Krell has been named man- 
ager of the Peavey Lumber Yards at 
Mandan, N. D. 


¢ James C. Hayes has been named 
manager of the western region of 
Boise (Ida.) Cascade Corporation's 
retail devision, according to T. 17 
Sneddon, retail general manager. 

* Harold P. Newson, 37, has been 
appointed public relations director of 
the National Lumber Manufacturers’ 
Association, Washington, D. C. He 
was formerly deputy director of the 
National Security Industrial Associa- 
tion, also of Washington 


¢ Robert M. Sprague has been ap- 
pointed manager of operations for 
McKinney Manufacturing Co., Pitts 
hurgh, Penna. producer of builders’ 
hardware. 


* Harold H. Saltzman of Oregon Pa- 
cific Lumber Co., Portland, was 
elected president of the Western Lum- 
ber Marketing Association at the 
group’s recent annual meeting in 
Portland, Ore. Vice-presidents elected 
for 1960 are: Gordon S. Giovanelli, 
Northwest States Lumber Co., Belle- 
vue, Wash.; Carl F. Wimberly, Jr., 
Western Lumber, Inc., Medford, Ore.: 
and James Mounsey, Mounsey Lum- 
ber Co., Spokane, Wash 


¢ D. Brian Wheeler has been named 
director of sales engineering for White 
Truck Div. of The White Motor Co., 
Cle veland Ohio. 


CONGRATULATIONS! Norman English, 
Vancouver, B.C. (right above) clasps 
hand of R. H. Farrington, Everett, 
Wash., as they were reelected president 
and vice-president of the Red Cedar 
Shingle Bureau for 1960. Five new plants 
became members of the Bureau in 1959. 
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Denver Lumber Dealers Battie 
Home Remodeling Gypsters 


DENVER, CoLo.—Unethical and 
deceptive competition, especially in 
the aluminum field, has led the Better 
Business Bureau to warn homeowners 
in special ads. 

J. F. Scott, East Denver Lumber 
Co., gives an illustration of how these 
gyp artists work. 

“We had a customer who had been 
offered a roofing job at $2 per square 
under the regular price. He was told 
that the job would take 22 squares. 
We went out and measured the job 
and found it would require only 18 
squares and saved him $100 on the 
order.” 

Prices on aluminum windows, doors 
and siding have been advertised widely 
in the newspapers and over TV. The 
salesman, warns the Better Business 
Bureau, tries to get the customer's 
signature on the order, secure a de- 
posit and then tell the customer how 
bad the windows are he has just 
agreed to buy. Then he demonstrates 
a better window at a much higher 
price and tries to get the customer to 
sign the order. 

The salesman may even offer to 
make the customer’s home a “show 
house” and offer to pay him com- 
missions on sales to other custemers. 

“The false promises are merely 
‘bait’ to get you on the hook and set 
up for a fast deal,” warns the Bureau 
in an ad. Some customers who re- 
fused to sign the “switch” contract 
had trouble getting delivery of the 
advertised products. The techniques 
used by the gypsters included numer- 
ous and sudden changes of address 
use of blind phone numbers and name 
changes. 

Officers of the Allied Retail Lum- 
ber Dealers Association, a co-op buy- 
ing group, plan to secure a special 
aluminum purchase which is expected 
to partially counteract the promotion 
by gypsters. 
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BETTER BUSINESS BUREAU tries to fight 
ads run by shady operators with an ad 
of its own. Bureau advises homeowners 
to call for a free report on firm repre- 
sented by salesman. 





Paint Failures Cause Home Builders To 
Reject Wood Sidings, Lumberman Says 


CHICAGO—A leading lumber execu- 
tive has appealed to the nation’s paint 
manufacturers to help solve the prob- 
lem of popping, peeling and blistering 
on wood sidings. 

Speaking at a paint dealer conven- 
tion here last month, Fred G. Johnson 
of Weyerhaeuser Co. said paint fail- 
ures are forcing many builders to leave 
wood sidings and go to more expensive 
exterior finishes. 

He admitted that building code 
changes, architectural design trends, 
greater use of windows and other con- 
struction changes have contributed to 
the sales decline of wood sidings. But 
he maintained that the problem of 
paint failures is a primary reason for 
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sales loss. 

“Both the lumber and paint indus- 
tries are aware of condensation and 
moisture problems, as well as the use 
of improper types of paint and bad ap- 
plications. Even though these are not 
our fault, they affect our selling any- 
way. Usually, when excessive moisture 
cause paint failures, siding failure can 
happen, too—warping, cupping and 
splitting,” Johnson said. 

“We know that moisture failure can 
result from tighter construction; more 
insulation than in former years; slab 
foundations; larger basements, etc. But 
nobody will give up these factors 
which contribute to today’s better liv- 
ing to solve paint problems. They will 





Vandals Wreck Trucks 


MILWAUKE Vandals 
wrecked havoc with trucks leased 
by Banner Lumber Co., Milwau- 
kee, last month. Altogether seven 
trucks were damaged. 

The vandals rammed two five- 
ton trucks into each other and 
inte the company buildings. One 
truck had its transmission torn 
out; one truck had a smashed 
hood and another a broken ra- 
diator. 

In addition, the sides of three 
buildings were smashed in by the 
trucks and a load of select oak 
flooring was tossed about in the 
snow. No attempt was made to 
break in to the company’s of- 
fice. 

Keys had been left in some 
trucks, but others were started 
by crossing wires. 











Union Wages Go Up 

WASHINGTON, D. C.—Hourly wage 
scales of union workers in the build- 
ing trades advanced an average of 
0.6% during the three months ending 
Oct. 1, 1959, according to the U. S. 
Bureau of Labor Statistics. 

The increase placed the estimated 
average union wage scale of all con- 
struction trades at $3.52 an hour, an 
advance of 2¢. Plasterers showed 
the greatest gain with an average 
scale raise of 7.7¢. Electricians and 
painters increased their averages 5¢ 
and 4¢ respectively. 


Starts Priming Basement Units 

Wasavu, Wis.—The Crestline Com- 
pany, millwork manufacturers, started 
priming all its basement units, effec- 
tive December Ist. 

“We believe builders will find this 
service most helpful,” said Lawrence 
T. Riordan, chief executive officer 
“It will save them money and time, 
since the basement units will be ready 
to install.” 

Hardware and 
are also applied for 
tion. Riordan said three different 
paint manufacturers were consulted 
before, deciding on a primer. 


weather-stripping 
faster installa- 


Passes Hurricane Tests 

MiaMi, FLA.—Hurricane-Conscious 
Dade County building authorities 
have approved the use of interlocking 
Reynolds aluminum roof shingles un- 
der the stringent South Florida Build- 
ing Code. 





go to other types of finishes first—re- 
gardless of cost,” he said. 

The Weyerhaeuser trade promotion 
manager said that the paint and lum- 
ber industries must “and will” find 
products that will “help release or re 
sist these moistures but retain paints’ 
greatest selling asset—color.” 
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Big, New (iss) American Nail Catalog Now Ready ! 


There’s a lot of valuable information 
in this 32-page Nail Catalog which 
you can use to improve your buying 
and selling methods. It shows the full 
line of top-quality USS American 
Nails . . . complete with sizes and 
special features to make ordering, 
stocking and selling easier for you. 

You'll find a type and size of nail 
listed for every purpose—Common 
Nails, Roofing Nails, Finishing 
Nails, Amering and Screw Shank 
Nails for extra holding power, Pear- 
son Coated Nails, Spikes, Staples 


and many others. 


Send for your FREE copy today 

If you haven’t already received a 
copy of this important catalog, fill in 
and mail the coupon. You’ll find the 
new USS American Nail Catalog one 
of the most comprehensive and use- 
ful quick-reference books and selling 
aids you’ve ever seen. 


USS and American are registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


Columbie-Geneva Stee! Division, San Franciseo, Pacific Coast Distributors 
Tennessee Coal & tron Division, Fairfield, Als., Southern Distributors 
United States Stee! Export Company, Distributors Abroac 
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American Steel & Wire Division 
614 Superior Avenue, N. W. 
Cleveland 13, Ohio 


Please send me a free copy of your new USS American Nail Catalog. 


Please have a salesman call with additional information on your line of top 


quality nails. 


Name 


Address 
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DEALER SALES CONTROL 
(See Page 5) 


Lumber Dealer T. Merritt Ludwig Obtains 


Materials Control 


Through Land 


@ Pennsylvania dealer (pictured above) becomes one of 
the most active land developers in his market, al- 
though the lumberyard does no building of its own. 
One large tract is developed jointly with 25 business- 


man stockholders. 


Most of the homes built on the dealer's land use Lu- 
Re-Co (Lumber Dealers Research Council) wall and 
roof components, manufactured at the lumberyard. 


whose youthfulness and 
relaxed manner conceal ex- 
perience, a sharp business instinct 
and a fat work schedule, steps into 
his office and begins moving through 
routine morning paper work. Soft- 
spoken and deliberate, his manner con- 
tradicts a fast-paced, crowded timetable. 
Finished with morning mail and 
phone calls, he turns to a large wood 
rack containing sets of land develop- 
ment plans. He pulls from it first 
one, then another, leafing carefully 
through each, noting details needed 
for reference later in the day. He 


MAN 
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leaves the office, slides behind the 
wheel of a powder-blue Cadillac, 
and rumbles off to inspect his new- 
ly-discovered empire: land for home 
building. 

He is Thomas Merritt Ludwig, 38, 
executive vice-president of Merritt 
Lumber Yards, Inc., of Reading, 
Penna., whose beginnings date back 
to the turn of the century. 

For the past four and a half years, 
he has lived with a tyrant: a land 
development program designed to in- 
crease and control the sale of lum- 
ber aad building materials. 


His father is Fred A. Ludwig, 
well-known industry stalwart who 
heads the firm and whose career with 
it spans a half century. 

A future in land. Land develop- 
ment on a broad, continuing basis 
is a new world of discovery for Mer- 
ritt Ludwig and Merritt Lumber. To 
win it, he is staking the future of 
both. A strong indication that both 
will be safe can be found in Merritt's 
accomplishments since 1955, the year 
he plunged the firm into its ambitious 
land program. These  accomplish- 
ments include: 

* Buying 186 acres (with an option 
for 45 more) for 625 homes; organiz- 
ing a corporation that has developed 
and sold improved lots for more than 
250 homes; selling all lumber and 
building materials for these homes. 
* Buying and laying out 96 acres 
for a development of cusotm homes. 
* Investing $10,000 along with 25 
other townspeople in a unique com- 
munity land development  corpora- 
tion which owns 660 acres it is de- 
veloping for 1,200 homes; selling 

(continued on page 30) 
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DOUGLASSVILLE is one of the most unique developments in the nation because the stockholders are local business people and 
tradesmen, who formed corporation to meet housing needs of community. The idea came from the branch manager of Merritt Lum- 
ber Yards. The Merritt firm is one of the stockholders in the land corporation. Merritt Ludwig says that the joint venture is a good 
one—but warns against ‘‘group management" in which people inexperienced in construction and land have an equal voice with 
those who are not building professionals. The tract extends to row of houses in center of picture; from highway at right to be 
yond photo at !eft. Homes in foreground are higher-price units erected by 11 contractors. 
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Land Control Gives Materials Control 


Begins on Page 28 


lumber and building materials for veloper, not as a builder. Its land 
most of the homes built on its land objective has been wholly to control 
to date. and increase sales of lumber and 
* Setting up a real estate company to building materials for new homes. It 
assist builders in selling new homes has avoided competing with its build- 
* Optioning 200 acres and _ negotiat- er customers and has made the land ment Co., Inc., organized in 1955, 
ing for its development in a nearby available to all. Although some build- marked Merritt's entry into large- 
city, the homes to be sold to employes ers occasionally say that competing scale land development, although 
of an industrial firm. contractors are given preferential Merritt subdivisions of 25 to 30 lots 
* Organizing builder services—con- financing help, the policy has worked had been common for years. 
struction loan assistance, materials well, according to Ludwig. Initially, just 32 acres on the out- 
financing program, home design and Even though the company does skirts of Reading were developed by 
planning services not build, its financial commitment Wilshire, completely improved with 
Why land. An expanding housing in raw land and its role as land de- streets, curbs, sidewalks, water, gas 
market coupled with a dwindling veloper puts it squarely in the middle and sewers. Lots were offered to 
supply of land led Merritt to first of building. Its program of builder builders at stipulated prices per front 
explore land control. “Land develop- services makes it an integral part of foot on an individual or multiple lot 
ment was a natural step for us to building; its component program ties basis. It was a sellout. Eight builders 
take in controlling and increasing our it even more securely to building. As bought lots for 68 houses with prices 
sales because of the scarcity of choice a member of Lu-Re-Co (Lumber starting in the $16,000 to $17,000 
land for home building and a heavy, Dealers Research Council), Merritt range; and in 1956, construction began. 
continuing demand for new houses,” is able to offer its builders the ad- Steady builder demand led Merritt 
Ludwig explained. vantages of a complete component to buy an adjoining tract of 40 acres. 
With its program, the firm func- system Later additions of 18 to 96 acres 
tions strictly as dealer and land de- 32 acres to start. Wilshire Develop- brought the Wilshire total to 186 


see Fe 


iLU-RE-CO COMPONENT HOMES are featured in Merritt Lumber Co. land projects. 
Component walls and roof trusses are manufactured in the lumberyard shop, sold to 
builders in dealer's developments. Lu-Re-Co house above was built in 1956. 
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acres. Merritt today holds an option 
on an additional adjoining 45 acres. 

In-the three-year period between 
1956 and the middle of 1959, some 
250 houses were built by 11 builders 
in Wilshire and the development of 
land by sections for 375 to 400 more 
homes is underway. Current prices of 
homes built there range from $20,000 
to $24,000. 

First Lu-Re-Co house. Lu-Re-Co 
construction was used extensively in 
Wilshire. Merritt’s first Lu-Re-Co 
home was built by a big Wilshire 
builder in 1956, the first of many. 
A promotion this year opening a new 
subdivision will feature three new 
model home designs using Lu-Re-Co 
components. Opened to the public 
last month: the first two-storied home 
using Lu-Re-Co components. Wall 
panels and roof trusses for Merritt 
Lu-Re-Co homes are built in their 
prefab shop. 

Wilshire has attractions few such 
developments boast; Merritt believes 
they pay. In February, 1958, he do- 
nated nine lots for a community 
swimming pool and bathhouse. Ad- 
ditional land was donated for tennis 
courts and a playground. The pool 
cost of $58,000, financed through 
the company, is being paid off 
through the sale of $200 member- 
ship certificates, 150 of which were 
sold the first year. The total cost 
will be paid off by July, 1961, with 
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NEWEST LAND ACQUISITION by Merritt Ludwig is 96-acre tract pictured below 


Merritt retaining 200 memberships 
for builders to give home buyers 

Lots in Wilshire, as in all other 
Merritt developments, are for sale 
to any builder. The only requirements 
are that lumber and materials are 
purchased from Merritt Lumber and 
house plans are approved by Merritt, 
a rule which assures important con- 
tinuity of design in each subdivision. 

A 96-acre windfall. Within two 
miles of the Wilshire development, 
near Sinking Springs (10 minutes 
from Reading by bus), Merritt bought 
96 acres for $88,000 a year ago. 
Beautifully located on two broad, 
sloping hills divided by a_ highway, 
the land lies adjacent to the Green 
Valley Country Club. Merritt chris 
tened it Green Valley Gardens 

His purchase was a sheer stroke of 
luck, although being at the right place 
at the right time with the right words 
had a lot to do with it. The land 
had been looked at longingly by all 
developers in the area for some time. 
Higher bids had been made by other 
people. What really sold the wife, Mer- 
ritt believes, was picturing for her 
from the top of one hill, the house 
she could build there. 

Previously farm land, Green Val- 
ley Gardens is now being laid out 
for custom homes. Full improve- 
ments will include black top streets, 
curbs, gutters, street lighting, utilities 
and sanitary sewers. 


Although Merritt paid almost 
$1,000 an acre tor this raw land, he 
has paid as little as $400 an acre for 
low-cost projects; as much as $2,500 
an acre for choice land. He said he 
would “rather pay more money fot 
a good location with municipal water 
and sewers because they are so nec- 
essary to successful development.” 
He believes a land developer should 
be able to “get his money back” 
within three years 

Proximity to schools, public trans- 
portation, shopping facilities; proper 
zoning ordinances and “The lay of 
the land” (well drained) are other 
important factors in site selection, 
he points Out 

A special problem in developing 
Green Valley Gardens is the con- 
siderable frontage on both sides of 
the highway. Since Merritt plans 
quality custom-built homes for this 
development, he must carefully plan 
this frontage so that it will bolster, 
not hinder, property values of the 
homes. Despite some attractive offers 
to buy this frontage for commercial 
purposes, he has consistently refused 
to sell because of this reason. 


Low-cost housing. Although most 
of the homes built in Merritt devel- 
opments now sell for $20,000 to 
$24,000 and up, he has experience 


(continued on next page) 


. Merritt has christened it Green Valley Gardens. 


Full improvements will include black top streets, curbs, gutters, street lighting, utilities and sanitary sewers. Tract includes two 


broad, sloping hills divided by a highway. 


January 4, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 


3] 





LOWER-COST HOMES are included in the Merritt Lumber Yards land developments. While not ignoring the need for higher-priced 
tracts, Merritt Ludwig foresees the greatest market ahead in more moderate houses. In the Reading area this means $14,000 units, 
such as those pictured above in Sunrise Hills development. 


with lower-cosi housing projects. One 
is Sunrise Hillis, with homes in the 
$14,000 to $20,000 range and anoth- 
er is Crest Homes, which sell for 
$13,300 ($500 down, $75 a month). 
In both cases, homes consist of one 
basic plan. The first is a 33-lot Mer- 
ritt development; Crest Homes is a 
52-lot one-builder subdivision. 

So far, 18 homes have been sold 
by Crest; the first in Sunrise Hill 
are just being completed. Merritt def- 
initely believes there is a_ strong, 
growing market for low-cost housing 
in the area. 

In addition to these developments, 
current plans include development of 
a 200-acre tract outside another city. 
Merritt has a three-year option on 
this land which is planned as a cus- 
tom home subdivision for executives 
of an industrial firm. Land will be 
developed under a separate corporate 
entity, with Merritt builders having 
first crack at building the homes. 


26 townspeople invest. What could 
become the crowning investment in 


Merritt Lumber’s land portfolio is 
the Douglassville Development Corp. 

The corporation is owned in equal 
shares by 26 local business and pro- 
fessional townspeople, each paying an 
initial $5,000 in 1957, and another $5,- 
000 one year later. 

Investors, besides Merritt, include 
a banker, three general contractors, 
two plumbing contractors, an ex- 
cavating contractor, two new car 
dealers, a used car dealer, a news- 
paper publisher, a high school teach- 
er, an oil distributor, an accountant, 
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an attorney, four business executives, 
four owners of small businesses, a 
well driller, and the corporation’s 
full-time administrator. All live and 
work in about 10 miles outside Read- 
ing, the immediate area—15 in Potts- 
town, an industrial community of 
30,000; five in Boyertown, a small 
nearby village, two in Reading, and 
one each in Douglassville, Saratoga, 
Birdsboro, and Obelisk. How it came 
about is a refreshing story of civic 
enterprise. 


A crisis developed in Pottstown 


CROWDS AT 
OPENING of Amity 
Gardens, Douglas- 
sville show interest 
in a planned proj- 
ect. Various build- 
ers buy property in 
this development 
which is _ jointly 
owned by 23 lo- 
cal business peo- 
ple and trades- 
men. 


in 1957: village fathers awoke one 
morning to discover boundaries were 
already overgrown, available build 
ing lots had been sold. There was 
no more room. And there was a 
healthy demand for new homes. With 
industry mushrooming in the area 
it was clear the demand would grow 
Civic and business leaders huddled; 
they decided to find new land, raise 
money themselves, borrow the _bal- 
ance and organize their own land 
development corporation. Later in 
the same year, a tract of 660 acres 





was purchased and DDC was born. 

Each investor paid $5,000 for one 
share of stock. With the money 
raised, the land was bought, then 
mortgaged through a lending institu- 
tion to get working capital for plan- 
ning and development. 

Hired to develop and lay out the 
land were an attorney, an account- 
ant, an engineer and a land planning 
firm. The land was geographically 
divided into four sections, each with 
its own land company, to be devel- 
oped one at a time. All sections were 
laid out with wind:ng streets; cul-de- 
sacs were built in the sections to be 
developed first. Lot sizes range from 
one-quarter to one-third acre, range 
in price from $2,800 to $3,700 for 
subdivisions now being built. 

The total 660 acres will provide 
between 1,000 and 1,200 lots. They 
are divided into these four subdivi- 
sions of between 250 and 300 lots 
each: Amity Gardens, with 80 lots 
fully improved, 22 completed homes; 
Irey Acres, 72 lots fully improved; 
Douglass Manor, 60 lots fully im- 
proved and 20 completed homes and 
a fourth yet unnamed. 

Parade of Homes. In September, 
1958, about a year after Douglass- 
ville was first organized, Amity 
Gardens was opened to builders in 
the area to build one model home 
each for the Parade of Homes promo- 
tion held last year. A total of 11 
builders built 11 model homes. Some 
sold their model homes, others took 
orders for homes based on_ their 
models. Committed to building a 
model home, builders were given a 
deed to the ground with a 10% down 
payment and the remainder payable 
when the house was sold. 

Most homes built to date here 
have been custom jobs ranging in 
price from $22,000 to $35,000. Spec- 
ulative homes built so far range from 
$17,000 to $23,000. Crest Homes, a 


lower-cost project, is in another part 
of Dougiassville. 

The plan includes sites for future 
schools, churches, apartment  build- 
ings and shopping centers. A_ park 
and recreation area is planned for 
the center of the development, which 
features an artificial lake for swim- 
ming and skating. 

The 26 investors, each of whom 
has one vote in DDC management, 
has its own executive committee. 
Other groups work on planning, zon- 
ing and inspection. 

In developing the land, they set 
up both separate sewerage and waiter 
companies in DDC’s name. Sewer 
rental is $30 a year now, will be cut 
as area grows. Water is $20 a year 
(comparable to Pottstown). Full im- 
provements, included in the lot price, 
include sewer, water, gas and elec- 
tricity; underground telephone serv- 
ice, paved, curbed streets; street trees 
at property line 50 feet apart. Also 
included in the lot price are sales 
taxes, survey, legal fees, title search, 
preparation and recording of deed, 
lot survey. 

All building plans are approved by 
the planning committee to insure 
conformity with others in the area 

Douglassville Development has a 
full-time administrator, Carl Harten- 
stine, who headquarters in an at 
tractive, modern office residence lo- 
cated in the development. Harten- 
Stine, who supervises and expedites 
day-to-day operations, does not man- 
age the corporation but he is a stock- 
holder with one vote 

Merritt is enthusiastic about the 
corporation and the role’ Merritt 
Lumber has played. But he is critical, 
too. Although lots are sold to build- 
ers and individuals who are free to 
buy materials from any company 
they choose, Merritt believes that his 
yard has sold lumber and _ building 
materials for “maybe as high as 


1-Minute Guide 
To Land Control 


¢ All ground in your tract should 
be available to all builders at the 
same price 

¢ Go one block at a time. In the 
Douglassville development here the 
model homes were too scattered 
This means expensive utility costs 
¢ You can’t make a quick killing in 
a big development 

¢ Be glad to pay more money for 
land with utilities. Low-cost land 
is junk 

¢ You should get your money out 
of land in three years 
* Get a competent 
firm to survey your land 

* Consider giving land at cost for 
churches 

¢ You can establish a community 
swimming pool; you loan money to 
homeowner-stockholders 

¢ Make sure you have the right to 
approve all building plans if lots 
are sold to consumers who will se 
lect their own contractors and de 


engineering 


sign 
T. Merritt Ludwig 
Merritt Lumber Yard 


Reading, Penna 


80% the homes. He feels that 
“perhaps 25% of future homes in 
Amity Gardens will be Lu-Re-Co.” 
“As a community grows, builders 
buy all the available land, even the 
dregs,” Merritt Ludwig explained 
The problem facing the land de 
veloper is this: To find suitable, well 
drained, land priced low enough for 
successful devlopment, he must go 
beyond the natural growth of the 
suburbs and beyond water, sewers, 
Considerable 


shopping and _ schools 
money can be tied up for long pert- 


ods 

DDC is 
development finance problem. It may 
provide the same for dealers in other 
areas. But it is far from being a pe 
fect one; it is only one of many pos 
sibilities that must be explored 

Merritt criticizes the “group man 
agement” of DDC. Under this ar 
rangement, amateurs in land planning 
have equal voice with professionals 
a fact which has slowed up progress 

Compared to the way in which he 
develops his own subdivisions, Merritt 
finds waste and poor planning in the 
joint venture. His advice, based on 
his own experience: Get a_ profes- 
sional administrator to manage the 
corporation; do not permit investors 
inexperienced in land to make deci- 
SIONS. 

To turn maximum attention on 
land and the home building picture, 
Merritt has jettisoned several low 
volume branch yards, closed a shop 
ping center store for consumers. He 
is counting heavily on land control 
to sell building materials at a profit. 

One thing is certain: He is off to a 
resounding start, part of a nation 
wide trend among retail lumbermen 


unique solution to the 
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COMPONENTS 


DEALER SALES CONTROL 
(See page 5) 


N=)511e7 Wale) 


Builders, Manufacturers Launch Component Plan 


Ten firms to cooperate with NAHB on study to develop com- 
ponents which would work together on modular basis. 


HE NATIONAL Association of 

Home Builders has undertak- 
en a far-reaching study to develop a 
modular system which would allow 
manufacturers to produce a com- 
plete line of component building 
parts. 

The eventual goal is to permit a 
builder to use one or several brands 
of products standardized in_ size, 
shape and dimension: He could build 
more economically and _ still retain 
flexibility of design. 

After two preliminary § meetings 
between builders and manufacturers, 
the NAHB finance and program com- 
mittees approved the project and set 
up a budget for .the first year. 
Manufacturers will share expenses 
later. 

As outlined, the study might ex- 
tend over several years but parts of 
it could be put into effect before 
completion of the full project. In its 
later stages, part of the study will 
cover the general area of distribution 
of the proposed components to build- 
ers. 

An NAHB spokesman said_ the 
channeling of the standardized ma- 
terials from the manufacturers to the 
users would be “a definite problem 
to be considered” in the light of the 
manufacturers’ different needs. 

Distribution question. Some _ pro- 
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ducers, he explained, might find their 
present systems of jobbers and retail 
dealers to be not only an adequate 
but the best solution while others 
might want to license fabricators in 
the field. 

Bulk and weight in shipping, he 
pointed out, would be among the 
problems to be faced by individual 
manufacturers according to their own 
products. 

Component parts and modular 
construction have long been subjects 
of interest in the industry but there 
has been little coordinated or concen- 
trated effort to organize it industry- 
wide, according to the builder group. 

A meeting was called September 
18 to find out if the proposed stu- 
dy would be worthwhile and of mutual 
interest to builders and manufactur- 
ers. 

On November 20th, a meeting was 
scheduled to develop the proposal 
and the Massachusetts Institute of 
Technology was invited to submit a 
plan of study. 

The MIT plan called for a five- 
step program. After collection and 
analysis of currently available data, 
there will be a “mechanical” ap- 
proach to determine the feasibility 
of shapes and dimensions. If what is 
feasible is also marketable, it will be 
given a test run. 


Fen leading building products man- 
ufacturers were selected to send rep- 
resentatives to the November 20th 
meeting. 

Represented at the meeting were 
U.S. Gypsum, Curtis Co., Masonite 
Corp., Koppers Co., American Stand- 
ard, Simpson Timber Co., Kaiser 
Aluminum, Owens-Corning — Fibre 
Glass, Modular Building Standards 
Association and Johns-Manville Corp. 

An NAHB spokesman said that “all 
of these people were pretty firmly 
convinced that components is_ the 
field they will have to get into.” 

The manufacturers were chosen to 
make a balanced group of producers, 
not because of any special interest in 
modular components, he said. 


Booklet Tells How to Build 
Panelized Farm Buildings 


A new 16-page manual, “Panel- 
ized Farm Buildings,” gives com- 
plete fabrication data for walls, 
foundation and roofs. 

The booklet includes complete 
sketches of 30’, 36’ and 40’ clear 
span trusses, using split ring con- 
nectors. 

Copies may be obtained from 
West Coast Lumbermen’s Associ- 
ation, Dept. A.L., 1410 S.W. Mor- 
rison St., Portland 5, Oreg. 
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BUILDER - DEALER 
TEAM of Joe Fin- 
erty, left, Lazewitz 
and Finerty Build- 
ers, Gary, Ind., 
and Bob Webb, 
president, Liver- 
pool (Ind.) Lumber 
Co., inspect the 
interior of a home 
erected in less than 
three hours. 


Specialist Sells Components to Dealers 


and asked for a bid on a house plan. 
Within 48 hours, he had his bid and 
relayed it to his builder customer. 
Both parties were satisfied with the 
bid and the house was erected before 
Michigan City, Ind., June 1. 

lumber In another case, three weeks af- 


Indiana firm also will erect component houses for dealer 
as a special service. 


Services, Inc., 


makes it 


N THE HEART of the Indiana 


prefab belt, a former lumber deal- 
er has set up a component fabrica- 
tion operation which puts the local 
retail lumber dealers in direct com- 
petition with the prefab home build- 
er and manufacturer. 
fabricating complete wall sec- 
tions, Bob Carlson, president, Walco 


possible for retail 
dealers to provide builder customers 
with a house customized to their in- 
dividual specifications. 

With Carlson’s staff, the takeoff and 
actual house production is a matter of 
One or two days. Last May 12, a lum- 
ber dealer walked into Walco’s shop 


ter he received a tip on a group of 
houses for a local subdivision, Carl- 
son got in touch with the local lum- 
ber dealer. Within three weeks after 
he received the lead, Carlson’s crew 
was erecting the first house for the 

(continued on next page) 
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SKY HOOK CRANE prepares to lift the last ex- 
terior wall section into place. Some interior 
partitions have been placed on the house floor 
to support the outer walls and eliminate some 
bracing. 
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TRAILER WAS LOADED by two men and 
an overhead crane during the evening. 
All the driver does is hook up and haul 


it away. 


STEEL STRAPPING YOKE is nailed to the 
top of the wall section to facilitate hand- 
ling the wall sections. The strap is re- 
moved after the walls are erected. 


BOB CARLSON, left, Walco president, 
and production manager Chuck Jordan, 
solve many of the problems builders and 
lumber dealers face when they set up 
a prefab or component building opera- 
tion, 





GABLE END is hoisted into place. Trusses are lifted in gangs of 10 to 12 to make 
more effective use of the crane and speed the construction operation. 


builder. On this job, Carlson’s bid was 
lower than two of the nation’s top 
prefab home manufacturers. 

Walco sells components through re- 
tail lumber dealers only. A_ builder 
can’t buy direct. At present 40 retail 
yards are handling Walco components. 

Special service. Carlson’s special- 
ized crews, using a_ fishpole-type 
crane mounted on a flatbed trailer, 
will erect houses for builders within a 
100-mile radius of Michigan City. This 
is an optional service. 

“In many areas, future home sales 
are in the hands of the retail lumber 
dealer,” Carlson says. “Increasing on- 
site building costs, increased compe- 
tition and direct selling are making it 
tough on the lumber dealer. 

“The lumberman can give builders 
better service if he thinks in terms of 
components rather than specific in- 
dividual building materials,” Carlson 
adds. 

“One way for the lumber dealer to 
compete is by setting up a shop to 
produce panels and trusses. We did 
this when I managed the Lu-Re-Co 


operation at Ridge Lumber Co. in 
Gary. The union situation made iti 
necessary for us to produce at least 
a house a week to make the jig op- 
eration pay off.” 

“Since we couldn’t maintain this 
rate of production, we lost a lot of 
sales to prefab operators,” Carlson 
said. This has been the plight of many 
dealers in strong-union areas. 

Walco produced about 250 houses 
last year. Besides the complete exterior 
and interior wall sections, Walco pro- 
duces trusses spanning up to 80° and 
Lu-Re-Co wall panels. Largest wall 
section handled by the firm is 4273” 
at present. 

This complete wall panelization 
system is catching on in the midwest. 
Builders and lumber dealers who have 
heard about Walco phone, write and 
visit the shop set up in a converted 
steel warehouse. Carlson refers the 
builder inquiries to a local lumber 
dealer. 

“We have a combination — that’s 
hard to beat,” Carlson says. “It’s a 
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long step forward toward putting the 
lumber dealer back into the complete 
home package field in some areas.” 

Besides controlling the sale of the 
entire exterior shell, the lumber deal- 
er can control the sale of interior wall 
coverings, trim, flooring and kitchen 
packages. After the outer shell is 
erected, the lumber dealer delivers 
the trim, flooring, roofing, and other 
optional materials as required by the 
builders. 

This controlled delivery is an add- 
ed builder service. With most prefab 
packages he’d receive his trim, kitch- 
en cabinets and other materials at the 
same time as the outer shell compo- 
nents. With the Walco system there’s 
no clutter about the site during the 
erection of the outside walls. In this 
case, the retail dealer and the build- 
er benefit from the Walco system. 

“We make our profits from our 
house plan service, fabrication, labor, 
precision and speed,” Carlson says 
“Actually, our profit is based upon 
efficiency and service.” Most items 
in the Walco package go to the lum- 
ber dealer at his normal net. Walco 
serves in a distributor status. 

Actual savings to the builders runs 
between $200 and $450 per house. 
These are immediate savings. There’s 
also intangible savings in labor, ma- 
terials and elimination of much pa- 
perwork. 

Summed up, here’s what Walco of- 
fers the lumber and building indus- 
try: 

Faust Quotes. With a file card sys- 
tem available to dealers, Walco makes 
it possible for a dealer to quote 
firm prices to builders. These cards 
are based upon floor plans in the 
standard plan books available to most 
lumber dealers. Cards are arranged so 
anyone in the office can type out a 
binding contract and spec list. This 
procedure takes about an hour. Wal- 
co is constantly updating this card 
system to keep pace with new floor 
plans. 

Custom Planning. By using the 
Walco staff, a lumber dealer can pro- 
vide a customer with a customized, 
panelized house in a matter of a few 
days. 

Price Protection. If the dealer ac- 
cepts Walco’s bid within 30 days, he’s 
guaranteed price protection for the 
remainder of the year. 

Erection Supervision. A member of 
Walco’s team usually supervises the 
first job handled by a builder. If the 
builder desires, he can have Walco’s 
crews erect the outer shell with their 
specialized equipment. 

Versatility. With Walco’s 80’ jig ta- 
ble, the lumber dealer has available 
a virtually untapped market for truss- 
es for large clear-span buildings 
Walco has sold some of these large 
trusses to a firm erecting a covered 
boat dock. 

Brand Names. Familiar with the val- 
ue of name brand products, Carlson, 
is familiar with the products sold in 
the area. By helping the dealer capi- 
talize on name brands, he _ bolsters 
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the sales appeal of a component-built 
house. 

Late last year, Walco Services 
moved from Chesterton, Ind. to Michi- 
gan City, giving them 3'%2 acres under 
roof. The firm is currently using 80,- 
000 square feet compared with 13,000 
in their former location. 

Walco Services has 60 full-time em- 
ployes including 10 in the office, 35 
in the plant and 15 in the field. One 
full-time salesman calls on lumber 
dealer accounts. 

The demand for Walco Services is 
indicated by the fact that the organiza- 
tion made more sales last month than 


during its entire first year of operation 
Carlson says, 


Cedar Association Blasts 
Advantages of Aluminum 

SEATTLE, WaAsH.—Competition Is 
getting rough among building product 
manufacturers. A recent issue of Ce 
dar Digest, house organ of the West 
ern Red Cedar Lumber Association 
featured large unretouched photos of 
aluminum siding as it appeared follow 
ing a heavy hail storm. 

The photographs, according to the 
Cedar people, show the metal pock 
marked with thousands of small dents 








DENISTON 


“LEAD-SEAL”’ 
Metal Roofing Nails 


GALVANIZED FINISH ONLY 


LEAD SEAL— The only nail with lead just 
under the head and down the shank. 
When the nail is driven, the hole around 
the nail is plugged with lead and the 
break in the metal is completely covered, 
to form a perfect double seal. 


TRIPLE LOCK 
locking bump. As the “bump” 
through the sheet, the sheet springs back 
over the bump—this effectively prevents 
the nail from working out. The nail, lead 
and sheet are solidly locked together 


DRIVE SCREW SHANK —'The nail 
that is driven on the steel head. Drive 
screw shank makes the nail turn and hold 
like a screw. It holds with a powerful, 
unyielding grip. Threads are deep and 
sharp they are formed after 
galvanizing. 


The only nail that has a 
is forced 


only 


because 





Accepted Standard of Quality for Over 33 Years 


6,000 pounds of pressure is used to 
compress the lead cold, both over and 


under the steel 


well ; 


head of the nail as 


is down the shank. The lead forms 


a perfect seal in the hole made by 
the nail. Heads will not “pop” off 


from 


expansion and contraction of 


roofing nor from wind vibration 


Shipped in 50 /b. cartons 


THE DENISTON COMPANY 


Literature and price information available from your jobber or write direct 
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Royalcote Frosted Cherry No. 401 
j 





new from Masonite: 
THREE 

WONDERFUL 
CHERRY 

GRAINS 


with a three-way 
sales appeal! 


Royalcote Colonial Cherry No. 402 


Masonite” Royalcote” factory-finished 
wood-grained panels on genuine 
Masonite hardboard; no splits, no 
splinters, no cracks—not ever. 





Here are exciting new factory-finished panels of genuine 
Masonite hardboard—brand-new! Three rich decorator tones 
in warm cherry grains... new convenient sizes in a handsome 
new package . . . new, easy clip-on installation eliminates 
most exposed nails. And here are your three big sales appeals: 


LOOKS-APPEAL 


These new panels capture all the richness 
and texture of cherry itself; they complement 
any room, any decor. Imagine a family 
room finished in new cherry grains...a 
den or bedroom. . . or the living room. Yes, 
there’s a looks appeal for every prospect! 





PRICE-APPEAL 


For all their appealing beauty, Masonite 
cherry grains are priced below what you 
would expect, and give you bigger building 
and remodeling profit opportunities. There’s 
price appeal to every income group! 








USE-APPEAL 


The convenient 16” x 8’ panels are pre- 
cision tongue-and-grooved, and make use 
of a new, simple clip-on system to studs or 
furring strips. For added beauty and dura- 
bility, apply a coat of clear sealer, lacquer 
or wax. The use appeal is something new! 


Yes, Masonite’s new cherry grains are loaded with appeal—and they are ideally 
suited to your new home, remodeling and do-it-yourself markets. For first- 
hand information on these profitable new cherry grains—including the finest 
display material you’ve ever seen—get in touch with your Masonite whole- 
saler, your Masonite sales representative, or write directly to Masonite Cor- 
poration, Dept. 10-10 Box 777, Chicago 90, Illinois. 


MASONITE ao CORPORATION 


® Masonite Corporation — manufacturer of quality pane! products for building and industry 





PLYWOOD PANEL requires no edge-blocking and goes down 
over joists 4’ on center, providing smooth floor and unclut 


tered support system for attractive basement ceiling. Eventual 
ly, box beams will be used as supports 


T&G Subfloor Panel Cuts Costs 


* Adaptation of 2.4.1 plywood sheet speeds complete 


subfloor construction. 


© Builder cites cost reduction for specific job 


WENTY-THREE MANHOURS 

were cut from the job pictured 
above by use of a new 2.4.1 T&G, 
a thick plywood combination  sub- 
floor and underlayment which re- 
quires no blocking and goes down 
over beams 4’ o.c. 

The cost-cutting refinement adds a 
%” tongue-and-groove to 2.4.1. (pro- 
nounced “two for one’) plywood 
You can use the system for room 
additions or for new homes. 

The 2.4.1 plywood is 1%” thick, 
4’x8’, with a repaired C-grade face, 
a D-grade back and D-grade inner 
plies. It is a seven-ply interior glue- 
type panel. 

Chief difficulty with 2.4.1 subfloor- 
ing has been that the 8’ edges of the 
thick panels need to be blocked from 
underneath when any finish floor ex- 
cept 25/32” wood strip is used. Add- 
ing blocking to support the panel 
edges is costly. 

Now, say officials of the Douglas 
Fir Plywood Association, the addition 


40 


of the %” tongue and groove elimi 
nate the need for the edge blocking 
The joint was pioneered by Diamond 
Lumber Co., which turned the idea 
over to DFPA’s research men for 
structural adequacy testing 

“In our field tests, builders got sav- 
ings in every case,” said John Hess, 
technical director. “Where we were 
able to get detailed costs, a typical 
job appears to produce savings in bas 
ic floor construction, exclusive of 
finish floor, of 5%-10% 

Hess emphasized that the close-tol 
erance, shaped T&G joint is neces 
sary to develop sufficient strength for 
general purpose residential floor con 
struction. 

“The joint reduces deflection be 
tween panels under traffic to protect 
the thin finish flooring used by many 
builders,” Hess explained. He said 
that load tests show the floor will 
take loads up to 1,500 pounds so you 
can safely place heavy appliances or 
furniture any place on the floor 


“Testing and development were 
finished this fall after two years’ 
work,” Hess said. “We think we have 
enough data now to seek FHA and 
building code acceptance.” 

Box beam joists. David R. Country- 
man, chief of DFPA applied re- 
search, said the ultimate development 
of the 2.4.1 idea is a floor system 
using fir plywood box beams as basic 
supports. These, he said, are light 
enough for one man to handle and 
will overcome availability problems 
of solid wood beams 

“Tt may well be these plywood box 
beams could be cheaper than conven 


EASILY FINISHED BEAMED CEILING for 
basements showing use of the new ply- 
wood product. 
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Thanks 


for a 
WONRIDAU! 


ll. 


The trick is in balancing... Seal the bargain with 

Fire-Chex and Roofmaster STA-SEAL 

.».cold weather Shingles with STA-SEAL __...no more pressure than 
won't stop are profit-balancing sealing an 


the show products a envelope 
~ 
THE PHILIP Carey, MFG. COMPANY, Lockland, Cincinnati 15, Ohio « Better Products For Building 4 
fol 4 
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SUBFLOOR PANEL 


(begins on page 40) 





tional joist material,” he added. 

Flooring costs told. Harry Brandon, 
home builder in a Seattle, Wash. sub- 
urb, claims he reduced his cost of 
building a subfloor platform on a 
1,940 sq. ft. house by $36.90 or 5%. 

Brandon’s usual construction meth- 
od uses 2x8 joists 16” o.c., with 1x4 
bridging, shiplap or board subfloor 
and fir plywood underlayment. He 
said his materials cost for these items 
would have been $555.80. His total 
labor would have been 38 hours or 
$129.10, not including time for set- 
ting the joists. Total cost is $684.90. 

With the T&G 2.4.1 method over 
4”x8” beams 48” o.c., materials in- 
cluding nails came to $601. 

Brandon says his labor cost was 
for 15 man hours (23 less than the 
conventional method) or $47. Total 
cost: $648. This summarizes as 
$45.20 more for materials, $82.10 
less for labor or a total saving of 
$36.90. 

Availability. Mills with 
stocks of the new T&G 2.4.1 include 
Columbia Veneer Co., Kalama, 
Wash.; Diamond Lumber Co., Port- 


available 
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T&G JOINT is cut to keep flush the good sides of the panels at the joint, lessening 
tendency for joints to ‘‘telegraph"’ through resilient finish floors. 


Georgia-Pacitic Corp.., 
Toledo, Oreg.; Industrial Plywood 
Corp., Willits, Calif.; International 
Paper Co., Long-Bell Division, Long- 
view, Wash.; Plywood Corp. of Amer- 
ica, Oakland, Calif. and United States 
Plywood Corp., Mapleton, Oreg. 
Producers accepting orders include, 
in addition to the above: Cascades 
Plywood Corp., Lebanon, Oreg.; Cen- 
tralia Plywood, Inc., Centralia, Wash.; 
Durable Plywood Co., Arcata, Calif.; 
Pacific Coast Co., Sonoma, Calif.; 
Southern Oregon Plywood = Co., 
Grants Pass, Oreg.; St. Paul & Tacoma 


land, Oreg.; 


Wash.; and 
Anacortes, 


Tacoma, 
Inc., 


Co. 
Veneer, 


Lumber 
Anacortes 
Wash. 

Spot checks by American Lumber- 
man reporters reveal that few retail 
lumber dealers maintain inventories 
of the square-edged 2.4.1 panels, or- 
dering them out of wholesale stocks 
when needed. The new T&G 2.4.1 
panels will be available soon in a 
number of the larger fir plywood 
wholesale warehouses. 

Retail lumberyards in the midwest 
are selling the square edge 2.4.1 for 
about 40¢. 








12-PAGE 
TRUSS 


REPRINT 


Now available is a special 12- 
page reprint discussing all phases 
of truss fabrication for residen- 
tial construction. 


Titled 


Sense,” 


“Truss Making Makes 
this reprint is the most 
complete, most up-to-date job of 
reporting available on the sub- 


ject. 
Single copies 25¢ 


Remittance must accompany order 


QUANTITY PRICES ON REQUEST 


AMERICAN LUMBERMAN 
59 E. Monroe St., 


Chicago 3, IIl. 














New Rig for Truss Strapping, Loading 


Four steel beams sunk in_ the 
ground form the main structure of. a. 
handy..tnuss-lgading rig used success- 
fully at Wagner-Wood” ~Coiipany, 
Kettering, Ohio. When a truss order 
is complete, the trusses are Steel- 
strapped together. 

The horizontal support seen in the 
center of the picture is several inches 
higher than truck-bed height. The 
truck’s dump-bed is raised about half- 
way, so it is almost parallel to the top 
chord of the truss package. The 


truck is backed under the horizontal 
support until the trusses are lifted 
clear. Then the horizontal support is 
removed as the truck continues back- 
ing. When the truck is fully backed, 
the dump-bed is lowered and the job 
is done. 

Weight of the truss package on the 
support seen at the left in the picture 
prevents slippage during _ backing. 
With this device the Wagner-Wood 
driver is able to load trusses without 
help from yardmen. 
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Coming Soon! 


Pittsburghs New Low-priced 


MAESTRO’ COLOR 
MIXING MACHINE 


@ More than 1400 colors 







demand for more colors . . . taking care of 
your customers more quickly and efficiently 
. . . turning over your inventory more fre- 
quently and with greater profit—send this 
coupon for complete information on the new 
Maestro Color Mixing Machine. 


r 


Watch the Garry Moore Show—CBS-TV— Tuesday evenings. 


PitTSBURGH' PAINTS 


PAINTS « GLASS + CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS 


iP 





PITTSBURGH PLATE GLASS COMPANY 
® IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 





coo 


@ Only 2 Maestro tinting bases 
@ Only 12 colorants 


@ Mixes colors speedily and 


accurately 


@ Needs no special training or 


skill to operate 


@ Practically trouble-free service 


for years 


Available to Pittsburgh 
elf you are interested in serving today’s Paint dealers! 


Pittsburgh Plate Glass Company, 
Paint Division, Depts AL-10, Pittsburgh 22, Pa. 


Please send me more information about your new 
low-priced Maestro Color Mixing Machine. 


NAME 
ADDRESS = ae 
i , . ee 


COUNTY STATE 


| 
| 
| 
| 
| 
| 
| 
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-RUBEROID helps you build 











FLOORING business 


y 


...with Ruberoid Floor Tile 





1960 advertising 
that will be seen by 


51,000,000 


magazine readers 


Here’s customer selling for you on a big scale. 
Ten important national magazines will carry 
RUBEROID Asphalt and Vinyl-Asbestos Floor 
Tile ads this year. This is the kind of support 
that will keep your “do-it-yourself” sales 
humming from the first of the year to the last. 

The RUBEROID Floor Tile line offers you 
the widest color range in the industry, 
backed by a complete kit of sales promotion 
materials and displays. With the RUBEROID 


Floor Tile line you get everything you need 
to set yourself up as “‘Do-It-Yourself”’ floor- 
ing headquarters in your area. 

See your RUBEROID distributor now or 
write The RUBEROID Co., 500 Fifth Avenue, 
New York 36, N. Y. 

Get the full RUBEROID Floor Tile story. 
It can mean a big profit pay-off for you. And 
remember—RUBEROID helps you build... 
flooring business. 


RUBEROID 


FLOOR TILE 
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Builders Show to Feature Merchandising 


Clinics; Finance; Remodeling and Design 


General sessions of National Association of Home Builders 
annual convention begins January 1 8th. 


CuHICAGO—Almost every phase of home building will 
be discussed in the many meetings scheduled for the 1960 
NAHB Exposition here, Jan. 14-21. 

The first three days are confined to NAHB committee 
meetings. General sessions start on Sunday, January 18th 
Clinics and work shops will be at the Hilton and Sherman 
hotels and the Chicago Coliseum. 

Highlights of the general meetings and discussions are 
listed below. Sessions are at Hilton hotel, unless otherwise 
noted. 

Sunday, Jan. 17. 

1, p.m.—Opening of exhibits at Conrad Hilton and Sher- 

man hotels and Chicago Coliseum. 

Monday, Jan. 18, 

9:30 a.m.—GRAND OPENING—Grand Ballroom. 
General session. Keynote address by Carl T. 
Mitnick, NAHB president. Address by Sen. 
A. S. Mike Monroney (Okla.). 

1:30 p.m.—GENERAL SESSION—Grand Ballroom. 
Addresses by Leo A. Hoegh, director of Of- 
fice of Civil Defense Mobilization and Con- 
gressman Albert Rains (Ala.). 

SALES AND MERCHANDISING | SES- 
SIONS.—Grand Baliroom. 

* “Selling Discontent.” 

* Address by Nathaniel Rogg, NAHB Econ- 
omist. 

* Data on New Home Salesman’s Handbook. 
* $39,000,000 Quiz Program (rigged) by 
Merchandising Committee. 

2 p.m.—DISCUSSION GROUPS: 

* Total Aspects of Design—Ballroom, Coliseum. 
* Increasing Job Site Cost Efficiency—Lower 
Tower. 

* Operation Remodeling—Shaw Room, Sherman. 
* Rental Housing Workshop—Bal Tabarin, Sher- 
man. 

* Opportunities for Young Men in Home Build- 
ing—Crystal Room, Sherman. 

¢ Tax Studies—Upper Tower. 

Tuesday, Jan. 19. 

9:30 a.m.—GENERAL SESSION—Grand Ballroom. 
Opportunities for Home Financing in 1960, 
with addresses by Martin L. Bartling, Jr. and 
Thomas F. Coogan. 

“What Builders Want to Know About Next 
Year’s Money Supply.” 

Women’s Auxiliary Workshop and Panel Dis- 
cussion. 

10 a.m.—DISCUSSION GROUPS: 

* Business Management—Upper Tower. 

¢ FHA—Technical—Shaw Room, Sherman. 

* Cost Savings—Waldorf Room. 

* 1959 NAHB Research House—Ballroom, 

Coliseum. 
* Sales Manager’s Club—Bal Tabarin, Sherman. 
* Urban Renewal—Louis XVI Room, Sherman. 
2 p.m.—GENERAL SESSION, Grand Ballroom. 

Government’s Influence on Home Building in 
1960. Addresses by Julian A. Zimmerman, Com- 
mission, FHA; Norman P. Mason, Administra- 


tor, HHFA; Phil N. Brownstein, director, Loan 
Guaranty Service, Va. 
DISCUSSION GROUPS: 
* Greater Control for Greater Profit—Lower 
Tower. 
* Merchandising for the Small Builder—-Upper 
Tower. 
* Economic Outlook for 1960—Waldorf Room. 
* Workshop on FHA Financing—Bal Tabarin, 
Sherman. 
* 1959 NAHB Research House—Coliseum Ball- 
room. 
* “Profits in Using House Packages” (Prefabs) 
—Shaw Room, Sherman. 
Wednesday, Jan. 20. 
9 a.m.—GENERAL SESSION—Grand Ballroom. 
The 1960 “How to Do It” Carnival, through 
lunchtime. 
10 a.m.—DISCUSSION GROUPS: 
¢ Stump the Experts—Louis XVI Room. 
* Construction: Technical No. 2—Crystal 
Room, Sherman. 
* Glues and Gluing 
Room, Sherman. 
* Workshop on VA Financing—Bal Tabarin, 
Sherman 
* Review, NAHB Merchandising Courses— 
Ballroom, Coliseum. 
* What’s Your Community Facilities Problem 
Upper Tower. 
2 p.m.—GENERAL SESSION—Grand Ballroom. 
The 1960 “How to Do It” Carnival. 
2 p.m.—DISCUSSION GROUPS: 
* How to Build and Sell with Conventional Fi- 
nancing—Bal Tabarin, Sherman. 
* Custom Builders Workshop—Ballroom, Coli- 
seum. 
* Land Use—Crystal Room, Sherman. 
* Technical Ideas, “Research Saves Money” 
Shaw Room, Sherman. 
* Trade-in Housing—Upper Tower. 
* Housing Senior Citizens—Lower Tower. 
4:30 p.m.—Election of National Officers—Astoria, Wal- 
dorf Rooms. 
Thursday, Jan. 21. 
9:30 a.m.—Urban Land Institute, Community Builders 
Council Site Plan Seminar—Waldorf Room. 
10 a.m.—Inauguration Session—Grand Ballroom. 


Demonstration—Shaw 


Sessions for Small-Volume Builders 
The following meetings will be of special interest to small- 
volume builders, according to NAHB: 
—“Remodeling,” Shaw Room, Sherman, Jan. 18th. 
—*“Cost-Savings”, Waldorf Room, Hilton, Jan. 19th. 
—‘Merchandising, Small Builders”, Upper Tower, Hilton, 
Jan. 19th. 
—“Stump the Experts”, Louis XVI Room, Hilton, Jan. 20th. 
—"“Custom Builders Workshop”, Ballroom, Coliseum, Jan. 
20th. 


January 4, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





No dealer can exist for long on 

new customers, alone. It’s the 

repeat business that kicks up the 
volume and the profits. If your 
customers don’t come back again and 
again, you’re in trouble. Build 

repeat business with America’s finest 
windows. Quality millwork, 

plus built-in weather protection, plus 
the trouble-free R-O-W lift-out 
mechanism insures customer satisfaction. 


| ReO-W SALES CO. 
! 1365 Academy Ave., Dept. AL-160 
| Ferndale 20, Mich. 


Please send me the Home Planners book, “67 Homes for 
Town and Country.” These Convenient-Living homes feature 
beautiful exteriors and practical floor plans by famous 
designer Richard B. Pollman. Ten cents (10c) (in coin) 
is enclosed to cover part of your cost. 

Name sti 

Address 


City 


R-O-W SALES CO. + 1365 ACADEMY AVE. 
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difference 


in windows 


WINDOW BALANCE 


R-O-W and LIF-T-LOX are the registered 
trade-marks of the R-O-W Sales Company 


Dept. AL-160 + FERNDALE 20, MICHIGAN 
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Specifications and Market Data on Products You Can Sell 


new PRODUCTS 


What Builders Will See at NAHB Exposition 


National Association of Home Builders Convention, Chicago, January 17-21, 1960 


Preway Has New Electric 
and Gas Built-In Ovens 

New electric and gas built-in oven designs providing a deep 
look to the control panel will be introduced to NAHB Expo- 
sition-goers by Preway at its booths Nos. 807 and 808. The 
new oven design is reminiscent of advanced aircraft control 
panel design through the use of transparent plastics, dials su- 
perimposed on the plastic and full glareless lighting. The unit 
also offers a wider oven door and the use of furniture finished 
wooden bar door handles in walnut or woods to match cabi 
nets. 

Both the electric and gas built-in ovens are automatically 
controlled units. The electric oven is a dual oven and the gas 
oven is of the single oven type with an extra large broiler. 
Both models are 4056” in height overall, 2244” wide overall 
and 25” deep overall. Both are to be available in stainless steel, 
provincial copper, yellow, white, turquoise and pink porcelain. 
Preway, Inc., Dept. AL, Wisconsin Rapids, Wis 
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An Aluminum Prime Sash 
Replacement Unit Is Offered 


DeVac, Inc., announces it will introduce to NAHB Expos! 
tion-goers an aluminum prime sash replacement unit designed 
exclusively for replacement of old sash in residential and light 
commercial installations 

Both lights in the sash are easily removable for cleaning 
Meeting rail sections are of commercial 1%” depth for mini 
mum deflection. Sash slide easily on polished vinyl tracks and 
mohair weather stripping, with no metal-to-metal contact. A 
patented cartridge-type cushion and locking device in sash 
horizontal rails has eliminated the usual top sash lock in the 
center of the meeting rail. The entire replacement unit is de- 
signed for installation from either inside or outside. DeVac, 
Inc., Dept. AL, 5900 Wayzata Blvd., Minneapolis, Minn 

Circle No. 202 on Handy Cover Card 


For more facts, use 
handy back cover 
coupon. 








(For more new products, see page 50) 
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GOT TO GIVE YOU CREDIT, SAM. 
TAKING ON THAT SOUTHERN 
SCREW LINE !S THE SMARTEST 

THING YOU GUYS EVER DID, 
SOUTHERN’'S PRE-SOLD’SCREWS 

OUT OF HERE LIKE HOT 

PEANUTS ATA CIRCUS, 
THANKS TO THAT (: 
EZ To C, LABEL Y 

SYSTEM, PUT ‘EM 

OVER THERE BoY/ 


GLAD TO HEAR YOU ASK 
FOR SOUTHERN SCREWS, 
SIR... THEYRE FINE 
FASTENERS, MADE BY SCREW 
SPECIALISTS AND PACKAGED 
IN DURABLE BOXES 
WITH THE COPYRIGHTED 
EZ TO C, LABEL... NONE 
BETTER THAN SOUTHERN 
AND THATS THE OPINION 
OF MOST HOME 
CRAFTSMEN / 


OK JOE?... YOULL FIND, JUST LIKE WE DID, 
THAT THESE SOUTHERN FACKAGES ARE A 
BREEZE TO MOVE IN AND OUT OF INVENTORY. 
AND WHEN YOU CHECK ‘EM IN, THEY LL ALL 
BE THERE INCLUDING THE NEW BULK 
CARTONS, NO SUBSTITUTIONS... NOT 
WHEN YOU DEAL WITH A SUPPLIER WHO 
HANDLES SOUTHERN, THE TOP USA- 
MADE FASTENER LINE INGOOD OLE USA/ 


xYZ 
WHOLESALE COMPANY 


SURE_I SPECIFr SOUTHERN 
SCREWS. THEY START FAST, DRIVE 
RIGHT,AND HOLD TIGHT. NO BROKEN 
HEADS OR TWISTED SHANKS,I BUY 

‘EM BY THE BOX AND SAVE/ 
BY THE WAY, GIVE ME ANOTHER 
TC-4 CHART, MY NEIGHBOR “BOR- 
ROWED’ MINE A MONTH AGO.,.HE‘S 

A SOUTHERN USER, TOO/ 


ama 


name 



































If you aren't making money on fasteners, get the Southern Screw 
formula for profit-producing sales—now. Address Southern 


Screw Company, P. O. Box 1360, Statesville, North Carolina. —%s | 
Wood Screws @ Stove Bolts @ Machine Screws and Nuts v South 
Sheet Metal Screws @ Carriage Bolts @ Wood Drive Screws of 
SCREW COMPANY 


Dowel Screws 


STATESVILLE + MORTH CAmOLINA 


Sold Through Leading Wholesale D’stributors 
Warehouses: New York @ Chicago @ Dallas @ Los Angeles 
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NEW PRODUCTS 


(begins on page 48) 





Adhesives & Sealers for 
Home Building Applications 

Actual installations showing typical 
uses of a wide variety of new adhesives 
and sealers for home building applica- 
tions will be shown at 3M’s booth No. 
419 in the Sherman hotel during the 
NAHB Show. 

Builders may learn how two new ce- 
ramic tile adhesives, CTA-20 and CTA- 
50, are especially designed for installing 
ceramic tile over gypsum wallboard, fin- 
ish coat plaster, painted plaster, concrete 
or almost any sound smooth surface. 
They also will be invited to see how 
Weatherban Brand Building sealers may 
be used to seal curtain walls, building 
panels, expansion joints, stone copings, 


structural steel and metal sash joints. 

Other new products to be shown in ac- 
tual installations at the 3M_ booth in- 
clude: wood block flooring adhesive 
EC-194, wall board adhesive EC-1233, 
Roltite Brand contact bond adhesives 
and adhesives EC-104, EC-1128 and 
EC-321 for attaching all types of insula- 
tion. Adhesives & Coatings Div., Min- 
nesota Mining & Mfg. Co., Dept. AL, 
900 Bush Ave., St. Paul 6, Minn. 
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Has New Model of Nautilus 
No-Duct Hood 

NAHB Exposition-goers will be intro- 
duced to a new P-1 model of the Nautilus 
No-Duct Range Hood at the firm’s booths 
Nos. 916 and 917 in the Coliseum. 

Featuring unitized construction, the 
new de luxe model hood can be installed 
in minutes, it is said. It is available in 
three sizes and coppertone and silvertone 





ALUMINUM 
HARDWARE 


RUST-PROOF 
in BRASS, 


Be ne ~s 
ce re ae 


PADLOCK and HARDWARE co. 
LANCASTER, PENNA. 


ORDER FROM YOUR JOBBER 


| } fe] PA: 
or ALUMINUM 
FINISHES 
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finishes. A_ built-in light and a quiet 
fan operate from push-button control on 
front. Major Industries, Inc., Dept. AL, 
505 N. LaSalle St., Chicago 10, Il. 
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Offers New Woodgrained Panels 

Attractive new wood-grained panels 
will be displayed by Masonite Corp. in 
a high-style exhibit during the NAHB 
Show. Exposition-goers who visit the 
firm’s booths Nos. 29, 30 and 31 in the 
Conrad Hilton hotel also will be able 
to learn of the advantages of the firm's 
Panelok wall system and the complete 
Royalcote line, including both the cherry 
and walnut-grained interior panes, as 
well as various siding products. Masonite 
Corp., Dept. AL, 111 W. Washington, 
Chicago 2, Ill. 
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Chambers Introduces a 
“Wall of Refrigeration’’ 


Chambers will introduce a new, com 
pletely restyled line of built-ins at the 
NAHB Show. In the line is a new super- 
size matching refrigerator-freezer combi- 
nation totaling over 31 cubic feet, yet 
fitting inte only 72” of wall space with 
a depth of only 24”. Called the Presiden- 
tial Twins, the matching units also may 
be installed separately as well as together 
as a “wall of refrigeration.” 

The self-defrosting refrigerator fea- 
tures the Chambers Uni-Temp system 
for constant moist cold refrigeration. 
Each unit has its own separate thermo- 
stat control and separate compressors 
designed for normal installation behind 
the unit grill or remote, if desired. The 
Presidential Twins are offered in a vari- 
ety of finishes and decorator colors. 
Chambers Built-ins, Inc., Dept. AL, 2012 
Harlem, Elmwood Park, Ill. 

Circle No. 206 on Handy Cover Card 
(continued on page 52) 
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FIRST AND ONLY 
DOUBLE OVEN 
GAS BUILT-IN 


MODERN MAID scores two more 
firsts with the introduction of 
the double oven gas built-in and 
the amazing new “Infra-Ray” 
ceramic burner in a built-in 
oven®. 


Upper oven has separate heat 
control for “Infra-Ray” ceramic 
burner containing thousands of 
tiny ports. The intense heat 
travels through rays directly to 
the food. Broiling, roasting, or 
barbecuing is unbelievably 
fast with penetrating 3-micron 
heat waves. 


Lower oven equipped with its 
own “Flame Master’ oven 
control which accurately controls 
baking and roasting temperature 
and also provides low 
temperature (140°-250°) to 
keep cooked foods ready to 
serve without overcooking. Each 
oven is a full 18” wide, yet 
both ovens fit in one standard 
24” oven cabinet. 


*MODERN MAID also FIRST with 
“Super Thin” range tops only 3” 
deep which drop in above 
drawer space, FIRST with big 
18” oven and no exposed gas 
vent, 


NAHB Show, Chicago 
Spaces 868 Coliseum, 335 Hilton 
TENNESSEE STOVE WORKS 


Chattanooga 1, Tennessee 
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Appalachian Hardwoods are recognized 
everywhere for their fine natural qual 
ities—soft texture, easy workability and 
attractive graining. Let the foremost 
concerns in this column supply you with 
dependable quality, well-manufactured 
Appalachian Hardwood products. Con 


sult them on your next requirements. 





* Hamer Lumber Sales, Inc., Kenova, W. Va. 


Exclusive Sales Agents for 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 
Manufacturers Appalachian Hardwood Lumber 








Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Ocak, Walnut, Poplar, Basswood, 

Beech, Cherry, Mahogany and Laven Lumber. Do- 

mestic and imported Veneers. Hardwood Flooring— 

Oak and Maple Strips and Laminated Biock and 
Special Pattern Flooring. 





* Member Appalachian Hardwoods 


Monvufacturers, Inc. 


always specify 
APPALACHIAN HARDWOODS 
Circle No. 28 on Handy Cover Card 
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Infra-Ray Ceramic Burner Saves 
Fuel Costs and Speeds Cooking 


NAHB Show-goers will be introduced 
to Modern Maid’s new double oven gas 
built-in and its amazing Infra-Ray ce- 
ramic burner in a built-in oven. The up- 
per oven as shown in photo above has 
a separate heat control for the Infra- 
Ray ceramic burner containing thousands 
of tiny ports. The heat travels through 
rays in a straight line directly to the 
food. Seconds after turning on the Infra 
Ray control, the burner reaches an in- 
tense glow and cooking can begin. A 
homemaker may broil, roast or barbecue 
with fast, efficient 3-micron heat waves 
The fast-penetrating heat is said to broil 
steaks in about half the normal time and 
save about 50% on fuel consumption. 

The lower oven, equipped with its own 
Flame Master oven control, accurately 
controls baking and roasting tempera- 
tures, also provides low temperatures 
(140°-250°) to keep cooked food ready 
to serve without over cooking. Each oven 
is a full 18” wide, yet both ovens fit in 
one standard 24” oven cabinet. Called 
Model GO-92PAR, the double oven gas 
built-in retails for $480. It will be ex- 
hibited for the first time at the firm’s 
booths Nos. 868 in the Coliseum and 335 
in the Conrad Hilton. Tennessee Stove 
Works, Dept. AL, Chattanooga 1, Tenn 

Circle No. 207 on Handy Cover Card 


Moe Light Offers a Double 
Feature at Its Booth 


A merchandising twin bill at Moe 
Light’s booth No. 445 in the Sherman 
hotel will consist of a Lighting Idea 
Center plus a little theatre area in which 
a film, “Heavenly Touch of Light,” will 
be shown. 

The prime function of the Idea Center 
will be to point out, with the use of 
color transparencies, different lighting 
ideas builders may adapt to help sell 
homes easier and faster, says maker. 
Thomas Industries, Inc., Dept. AL, 210 
South Third St., Louisville, Ky. 

Circle No. 208 on Handy Cover Card 


Dispenser Package Designed 
to Help Builders 

NAHB Exposition-goers will be intro- 
duced to a colorful new Kordite dispen- 
ser package that allows builder-custom- 
ers to obtain a precisely measured sheet 
of polyethylene roll sheeting as easily as 
a housewife can tear off a sheet of wax 
paper. A self-selling exterior illustrates 
various uses of the polyethylene sheet- 
ing. The edges of the rolls are marked 
every foot for easy measurement. 

The compact packages with multi- 
folded sheeting are designed to take less 
warehouse space and reduce transporta- 
tion problems. For example, 16’ widths 
are available in a 4’ package. The Kor- 
dite Corp., Dept. AL, Macedon, N. Y. 

Circle No. 209 on Handy Cover Card 


A Ceramic Tile Color 
Planner for Builders 

Stylon Corp. has packaged nine basic 
color themes in ceramic tile in an easy- 
to-use Color Planner for builders. The 
manufacturer also is introducing a point- 
of-sale display for model homes allow- 
ing builders to show and offer the nine 
schemes. 

The nine basic combinations, which 
were selected by color planning special- 
ist Lee Childress, include such colors as 
blue, cool green, pink, etc. Gone is the 
collection of 25 or more colors available 
from Stylon in its new _ boiled-down 
builder package. Ten wall tile colors, 10 
floor ceramic mosaic blends and _ alter- 
nate Crystal Glaze colors for floors are 
all worked into the versatile Color Plan 
ner. Home buyers now can easily make 
their own combinations from Stylon’s 
new compact displays. 

NAHB Exposition-goers, who visit the 
firm’s booths Nos. 221 and 222 in the 
Conrad Hilton hotel, will be introduced 
to the Color Planner and new one-unit 
model house display. Stylon Corp., Mil- 
ford, Mass. 

Circle No. 210 on Handy Cover Cord 
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Milcor’s broad line-—almost 5,000 products— Fast Stock Fill-ins — from a network of 

makes it easy to combine LCL quantities into strategically located warehouses 

truckload or carload orders 
{ ‘ofit several ways: os 

You profit several way er 

Milcor Lath and Accessories 

You simplify ordering and receiving — keep ae Te Cae Geese, (Cee 

your inventory in balance with less work. 


(1) You earn lower prices. 


You enjoy quicker turnover — do more busi- 
ness with lower inventory investment. 


In short, you’re in a position to give better service 


at lower cost — and win more satisfied customers! Milcor Rain-Carrying Equipment 
(steel and aluminum) 


Write the nearest branch for price lists. nebo med Bye Sig een 
CP-1A 


® 
Momber of the aff Stee! Famil Mi COR 
~ y { C 0 


INLAND STEEL PRODUCTS COMPANY 
DEPT. A, 4029 W. BURNHAM STREET, MILWAUKEE 1, WISCONSIN 


BALTIMORE, BUFFALO, CHICAGO, CINCINNATI, CLEVELAND, Milcor Roof and Siding Products 
DETROIT, KANSAS CITY, LOS ANGELES, MILWAUKEE, Roof Edging, Gravel Stops, Ridge R R 
MINNEAPOLIS, NEW ORLEANS, NEW YORK, ST. LOUIS Valley, Siding Trim, Building 
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framed in hand-rubbed walnut, are es- 
NEW PRODUCTS pecially designed to save the cost and 

: clutter of all the cabinets most stereo 
(begins on page 48) systems require. 

The new product provides stereo or 
high-fidelity sound throughout the house. 
Stereo radio broadcasts can be enjoyed 
with a single AM/FM tuner. Each room 
has selective listening. The intercom is 
available at all times for room-to-room 
communication and door answering. The 
system is adaptable for multiplex broad- 
casting and cartridge tapes. NuTone 
Stereo-Intercom is designed to fit stand- 
ard studding in 4” dry or plaster walls. 
Retail prices range from $450 to $1,000. 
NuTone, Inc., Dept. AL, Madison and 
Red Bank Roads, Cincinnati 27, Ohio. 

Circle No. 211 on Handy Cover Card 





A Concrete Forming System for 
All Types of Construction 

NAHB Exposition-goers will be in- 
troduced to a newly-patented concrete , : 
forming system called the Gates Cam- or mg te tag gery pres- 
: Lock System. It utilizes five new prod- sure. Further rigidity of the form is 
A Built-In Stereo-Intercom ucts including two types of heavy-duty obtained through use of the new Stiff: 
System for Homes Break-Back ties. a Cam-Lock Tie Brack- Back Cam. Visitors at the firm’s booths 

".* . . . o J ‘ 7 , > ’ ; > 

NuTone, Inc., announces it will ex- et, a Stiff-Back Cam and a Scaffold Nos. 710 and 711 in the Coliseum will 
hibit the first Built-In Stereo-Intercom Bracket. learn how the system's extreme rigidity 
High-Fidelity Music System for homes The Cam-Lock System, like other coupled with the new Scaffold Bracket 
at the NAHB Exposition. Builders will Gates Systems, embodies the use of flex- makes it especially desirable for high 
see a complete entertainment and com- ible forming materials, S4S 2 x 4s or wall forming. Gates & Sons, Inc., ge 
munications systems with stereo, record 2 x 6s with 4’ x 8’ plywood sheets AL, 80 So. Galapago St., Denver 23, 
changer, AM/FM radio tuner, two am- Versatility of the Cam-Lock Tie allows Colo. 
plifiers (in a single chassis), all the the system to be used with either loop- Circle No. 212 on Handy Cover Card = 
inside and outside speakers desired, a end or button-type ties through either (continued on page 56) 
built-in record storage cabinet or tape holes or slots drilled in the panels. The ° 
deck, plus high-fidelity intercom. The Cam-Lock bracket holds the 2 x 4 waler One-Stop Shopping in a Hurry 
built-in, precision-matched components, in place by locking to either the loop-end —See Card on the Back Cover 








Larsen invites you to... 
Cash in on the profitable Eanly American 


Bonding Agent business with RUSTIC FENCING 
these €) outstanding 


products 


DESIGNED FOR BEAUTY, PROTECTION AND SALES... 

by the skilled craftsmen of the Early American Fence 

Company. Fashioned of durable, decay resistant North- 

Larsen Larsen Larsen ern Michigan White Cedar in authentic, traditional form 

WELD-CRETE® PLASTER-WELD TILE-WELD® it offers many years of maintenance-free service at a 
(bonds new to (bonds new to (mortar bond reasonable price. A complete range of styles for every 
old concrete) old plaster) and grout ad-mix) prospect. When you offer your customers Early 

American you offer the best! 

You’re looking at the “‘Big 3” of the Bonding Agent Business. 

Each is specified and relied upon by major architects, con- Complete Merchandising Rails and Sections are 

tractors and builders the world over . . . for new construction, Aids include floor dis- Steel Strapped and Pal- 

re-modeling and repairs. Be a Larsen dealer and cash in on letized for ease and econ- 

“4 plays, attractive literature 

the big market for Larsen products. You’re backed by omy of handling and to 

national advertising and a broad variety of ‘In-store’ sales and sales tools insure safe arrival. 

aids. Write today for complete details of a money-making “The Best Rustic Fence Made” 

Larsen dealership. sedi 


Address BOX 5756Q 
LARSEN PRODUCTS CORPORATION | [>\\ EARLY AMERICAN FENCE CO. 
DE Teeenty Ot. q BS SUPERIOR QUALITY ¢ PROMPT SERVICE 
LARSEN ... first with the finest in bonding agents . Escanaba 2, Michigan 
Circle No. 30 on Handy Cover Card Circle No. 31 on Handy Cover Card 
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INCREASE YOUR 
PROFITS IN THE 


NEW HOME MARKET! 


Over 900 designs for = 
* % in] : 
tv | 


by RICHARD B. POLLMAN 


Place these books on display ... and 
watch them sell themselves, Every sale 
pays you up to 100% profit. Little 
display space is required and it will 
pay you quick cash dividends, 


You Profit at once on 
book sales! 


Your book sales will bring you immed- 
iate extra profits from present cus- 
tomers because they are nationally 
advertised and nationally accepted 
as tops in the field. Thousands of 
homes have been built from our plans 
from coast to coast and hundreds of 
thousands of our books are sold 
annually. 


You build sales on your 


ie 
lumber and supplies! 
Prospects developed by your book 
sales can bring you substantial sales 
of lumber and supplies . . . and our 
construction blue prints, available to 
your customers through you, are an 
additional source of profit and a busi- 
ness building customer service. 
Get our complete plan of Profits for 
Dealers .. . use the coupon below, 


THE NATLONAL 
LEADERS IN 
THE FIELD! 


ALL 7 GREAT 
BOOKS—YOURS 


FOR ONLY $3.33 
Postpaid ($5.00 Val.) 


SEND NO MONEY! 


SEE FOR YOURSELF 
AT NO RISK! Mail 
coupon NOW! Books 
will be mailed at 
once. We'll bill you 
later. Return books 
if not satisfied. 


Professional Building Blueprints 
available for every home at low cost! 


HOME PLANNERS, INC. 


16310 Grand River Ave., Detroit 27, Mich. 


Home Planners, Inc. 
16310 Grand River Ave., Detroit 27, Mich. 


Send the set of 7 new “Convenient living’”” HOME PLAN 
BOOKS at once postpaid, with dealer discount and 
blueprint sales information. Bill us $3.33 for the books. 


Firm 





Street Address__._____ 


City ss Rasen ee | ee 





Ordered by_____ 
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3 sizes, maximum jaw openings, across flats 


No. 11, 1% ; No.17, 2 ; No.25, 3% 


Fast-Selling Master of Nuts & Bolts 
Hex Wrench 


Wide-open fast-action multi-sided grip 
on every hex, square and flathead! 


Quick adjustment—stays to size . . . this new 
Hex Wrench goes on easily, won’t slip off— 
harder you pull, the tighter it grips . . . no 
more skinned knuckles or rounded nut shoul- 
ders! Narrow jaw for close quarters. Famous 
RIGID heavy-duty design, guaranteed 
housing, comfort-grip handle. Three sizes 
for *"’ to 2” nuts. The better tool your 
customers have long been wanting ...Show 
it and you sell it fast — order new RIFAID 
Hex Wrenches from your Wholesaler today! 





> 


Pio the RIFEID 


name on ift?... 


Okay, I'll be right 


in for a couple!”’ 


ae 








AC 
|| The Ridge Tool Company \ \ 


Wis 


Elyria, Ohio, U.S.A. Willi} 


THREADED PIPE... It’s Tight... {t's Best... Costs Less? 
Circle No. 33 on Handy Cover Card 
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NEW PRODUCTS 


(begins on page 48) 





A Simple Way to Build 
Your Stairs 

A carpenter using Bilco Stairgides can 
build at least five sets of stairs at the 
time formerly required for just one stair, 
maker says. The Stairgides are nailed 
through prepunched holes to wood string- 
ers. “or either closed riser or open riser 
stair the procedure is the same. The 
stair is completely assembled before it is 


placed into position. After nailing risers 
to treads, Stairgide clips are nailed to 
underside of treads 

The 22-gauge steel Stairgides also give 
the stairs added strength. Four integral 
units packaged for easy handling and 
storage form a set of Stairgides. The list 
price is $12 per set complete with all 
special nails required plus an easy-to- 
follow instruction sheet. The Stairgide 
sets are available from franchised build- 
ing materials distributors. They provide 
dealers with an opportunity to sell a 
“package” containing all materials for 
an open riser or closed riser stair 
NAHB Exposition-goers may learn of the 
product’s advantages firsthand by visiting 
the firm’s booths Nos. 521 and 522 in 
the Sherman hotel. The Bilco Co., Dept. 
AL, 37 Water St., New Haven, Conn. 

Circle No. 213 on Handy Cover Card 


Plyfloor Announces a 
New Block Flooring 

A new machining process, called Mi 
crofit Milling, assures smooth, level 
floor surfaces with Plyfloor factory-fin- 
ished laminated hardwood block floor 
ing, says maker. Overall thickness and 
tongue-and-groove joints are controlled 
to such exact tolerances there is never 
any problem with high edges or irregular 
joints, maker states. The new milling 
also is said to eliminate the need for 
deep beveled edges that can collect dirt 
and wax 

The new Plyfloor blocks feature a 
vinyl Durasheen finish and they may be 
installed in adhesive over virtually any 


subfloor, including concrete slabs, it is 
said. Installation cost of the blocks av 
erages 50¢ to 60¢ per square foot. Expo- 
sition-goers may learn of the product’s 
advantages ffirst-hand by visitng the 
firm’s booth No. 989 at the Coliseum 
during the NAHB Show. Plyfloor, Inc., 
Dept. AL, Beaumont, Miss. 
Circle No. 214 on Handy Cover Card 


Grow Your Own Lumber 
Exposition-gcers visiting the Simpson 
Logging Co. booth in the Sherman hotel 
during the NAHB Show will be pre- 
sented with year-old Douglas Fir seed- 
lings from Simpson’s tree farm. Four 
thousand seedlings will be given away 
by Simpson during the show. 
(continued on page 58) 











Air-dried 


QUALITY LUMBER 


Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE —— HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 
Necpit, Wisconsin 
Kiln-dried 


w. C. D. 





" 4 
JUST A FRIENDLY REMINDER To SUGGEST SCOTCH’ 
BRAND MASKING TAPE WITH EVERY PAINT SALE, FILBERT/ 
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of 3M Co., St. Paul 6, Minn 
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Long-Bell Natural Wood Kitchen Cabinets are 
available in units to fit any kitchen (in 3” 
modules) . . . Ready to install or knocked down 
. Manufactured from either Birch or Rift 
grain Fir .. . Lasting beauty fits any decor 


her more kitchen for the money 


and clinch more high-volume profus 


The “extra” features neatly tucked into 
Long-Bell Kitchens are sales clinchers. 


These are just a few of the quality features 

—made by Long-Bell—to give you “Extra” 

profits: 

Slide Out Sheives—no fishing nor groping 

Utility Rack—holds all flat items 

Removable Shelves—makes cleaning easier 

Bread Board—at sit-down height 

Food Grinder Mount — place on any L-B 
drawer 

Elevated Oven Cabinet—for stand-up conven- 
ience 

“Bar End” Shelves—stylish and utilitarian 

Vegetable Bin—for better preservation 

“Lazy Susan”—items never out of sight 

Automatic Towel Rack — for positive conven- 
ience 

Breakfast Bar—makes snack serving easy 

Desk— office for Mrs. Homemaker 
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Money-Saving News! The new “Super Microseal”’ 
process is now applied to all Long-Bell Natural 
Wood Kitchen Cabinets (set up or knocked down). 
This revolutionary process gives the true brilliance 
of hand-rubbed wood . . . yet saves you 75% of the 
completed finishing job. Low-cost “Super Microseal” 
needs no additional sanding . . . no sealer coat... 
no preliminary finish coat. 


INTERNATIONAL PAPER COMPANY 
DIVISION 


Kansas City, Mo. Longview, Wash. 





International Paper Co., Long-Bell Division, 

Dept. AL Longview, Wash. 

( ) Have your sales representative call and tell 
me how I can clinch more high-volume 
profits with Long-Bell Kitchen Cabinets. 

Name 

Title 

Firm 

Address 

City State 
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The seedlings are the same size and 
age as those planted by Simpson in con- 
junction with the firm’s modern sus- 
tained yield program. Given good grow- 
ing conditions and care, the seedling will 
reach a height of 75’ to 100’ in approx- 
imately 60 years and provide enough 
lumber for an average home, says Simp- 
son Logging Co., Dept. AL, Shelton, 
Wash. 


Circle No. 215 on Handy Cover Card 


High Strength 1/.” Insulating 
Sheathing Board Announced 

A high strength 2” insulating sheath- 
ing board that requires no corner bracing 
will be shown to convention-goers dur- 
ing the NAHB Exposition by Certain- 
Teed Products Corp 

Tests show the high density sheathing 
will exceed FHA racking strength re- 
quirements for use without corner brac- 
ing by approximately 50%, it is said. As- 
bestos and wood siding shingles can be 
applied directly to the Certain-teed High 
Strength Sheathing when Stronghold 
HDF nails are used, says maker. The 
strong sheathing is integrally treated 
with asphalt and in addition is asphalt 
coated. It is available in two sizes: 
4’ x 8’ and 4’ x 9’. Both have square 
edges. Certain-teed Products Corp., Dept. 
AL, 120 E. Lancaster Ave., Ardmore, 
Penna. 

Circle No. 216 on Handy Cover Card 


Weslock Offers New Models 
in Door Trim Line 


Weslock will introduce at the NAHB 
Show eight new models in its large and 
diversified line of door trim. All are 
available in all standard finishes. Among 
the new models are three high-style num- 
bers shown in photograph below for use 
with 5” backsets. The three new models 
offer a choice of background in either 
red, black or white. 

Exposition-goers also will be shown 
Weslock’s expanded line of cabinet hard- 
ware including a new matching knob and 
pull set featuring a contemporary square- 
cornered design. Western Lock Mfg. Co., 
Dept. AL 2075 Belgrave Ave., Hunting- 
ton Park, Calif 
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DOOR TRIM 


Wall Paneling Ideas 
by U. S. Plywood 


NAHB  Exposition-goers may learn 
first-hand how to achieve a luxury look 
with economically-installed Weldwood 
prefinished wall paneling by visiting 
U. S. Plywood’s booth. In a high-style 
exhibit featuring three colorful room set- 
tings especially designed by Sophie Ful- 
ler, A.I.D., the manufacturer will show 
(left to right, above): a contemporary 
style bedroom featuring Weldwood pre- 
finished Charter Birch; an early Ameri- 
can living room using Weldwood pre- 
finished Provincial Samara; and a mod- 
ern kitchen showing prefinished V- 
Plank walnut paneling on walls and cab- 
inets. 

On the right side of the booth, build- 
ers will have an opportunity to study 
the maker’s full line of siding materials 
and hardwood paneling. U. S. Plywood 
Corp., Dept. AL, 55 W. 44th St., New 
York 36, N. Y. 

Circle No. 218 on Handy Cover Card 
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W714i aa..headquarters for GMI Me (el! Sky [idem Adjustable Standards & Brackets 





ee FAST RESALE & 


KEYHOLE TYPE 


NICKEL PLATED 


BRACKETS 
All sizes from 4" up to 18” 


STANDARDS 
All sizes from 1’ up to 12’ (Fi) 


SHIPMENTS MADE PROMPTLY 


Highest Quality 





KNIFE TYPE tthe" 
NICKEL PLATED 
BRACKETS “ 
All sizes from 4” up to 18” Q/ 


STANDARDS 
All sizes from 1’ up to 12° (PF. 


S. PARKER HARDWARE MFG. CORP. 


74-27 twOLOW STREET 


Phone WAlker 5-6300 
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NEW YORK 2.N Y 


SNAP-ON TYPE 

STATUARY BROWN 

CHROME * NICKEL 
Adjustments Spaced '/;" Apart. 


STANDARDS 
Stock lengths 6 and 12'(ru) 


OTHER SIZES TO ORDER 


“Lowest Prices! 
| WRITE TODAY | 





1900 








Trade Mark 


Var mee 
fRS ¥, 

WAR 

OY iy 
im 
AINE 


Registered 





DOUGLAS FIR 


PONDEROSA PINE — SUGAR PINE 


WHITE FIR 


INCENSE CEDAR 
Annual Production 56 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


ANDERSON, CALIFORNIA 
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BRIGHT 


COMMON 


SPARROWS POINT, MARYLAND 


“These Bethlehem nails 


keep their heads” 


Never counted how many nails I hammer into the average house 

we're using less since we switched to Bethlehem nails 

“Heads stay on, and you don’t have to waste time pulling head! 
lumber. No more of those cheap nails for me 

You can get Bethlehem nails in a complete range of sizes, styl 
bright, blued, cement-coated, and galvanized. And they're package 
and 100-lb, easy-to-use cartons 

Remember Bethlehem when you want speedy delivery of nail 
fence, steel fence posts, barbed wire, baling wire, merchant wire, bolts 


our sales office nearest you today ... or check your re gulat distribu 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 


BETHLEHEM STEEL ws 
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What Builders Will See at NAHB Exposition (Cesins on page 48) 





Develops a Central Home 
Ventilating Unit 


Central ventilation of kitchens and bathrooms in new or al 


A New Paneling-Molding 
Package Is Announced 


NAHB Exposition-goers may learn advantages first-hand 


ready constructed homes now is possible with a new multi-duct 
unit that meets current FHA requirements for direct outside 
air discharge from kitchen and bathroom ventilators. Called 
the Lau Centrl-Vent, the new product will be introduced to 
NAHB Show-goers who visit the firm’s booths Nos. 734-35 in 
the Coliseum 

The unit uses a compact central blower to pull air from as 
many as three areas. Its flexibility is limited only by the ca 
pacity of the 350 or 500 cfm blower and the length of ducts 
needed to reach the central unit from individual rooms. In 
operation, a 24-volt system is switched on to actuate a small 
relay transformer in the unit. The unit can be controlled from 
any of three switches. Power requirement is 100 watts. Air is 
pulled through the ducts and exhausted through the top of the 
central unit to the outside through an aluminum roof cap. In 
a package now available are all parts: the central ventilator, 
ducts, wiring, low voltage switches, roof cap, back draft 
damper, ceiling registers and inlet grilles for bathrooms. The 
Lau Blower Co., Builder Div., Dept. AL, 2027 Home Ave 
Dayton 7, Ohio 
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of a complete line of Poly-Clad Plywall Moldings now avail 
able in nine standard styles and in all 12 Poly-Clad wood-grain 
finishes. The moldings also comprise half of a new paneling- 
molding package, which will be introduced at the firm’s booths 
Nos. 944 and 945. The other half of the package consists of 
Poly-Clad Plywall “care-free” wood paneling said to have the 
toughest finish ever 

Poly-Clad Plywall is an all-wood paneling available in pane! 
sizes of 4%” x 4’ x 7’, 8’ and 10’. It may be installed directly 
on studs or over plastered walls or masonry walls, says maker 
It also is low in price. The average retail cost of enough Poly 
Clad Plywall to cover an 8’ x 12’ wall is $40, says maker 

Although designed to match the wood grains and color 
shades of all 12 Poly-Clad Plywall finishes, the easy-to-install 
Poly-Clad Plywall Moldings may be used with any other type 
of prefinished paneling and wall covering. Plywall Products 
Co., Dept. AL, P. O. Box 625, Fort Wayne, Ind. 


Circle No. 220 on Handy Cover Card 


Expands Line of Built-in 
Gas Ranges and Ovens 


NAHB Show-goers will be introduced 
to three different surface units and two 
different oven units offered by Hardwick 
Stove Co. The oven units are available 
in six decorator colors and the surface 
units are offered in coppertone and 
brushed chrome. The new line of built-in 
gas ranges is designed for homes in every 
price category, maker announces. 

Each of the two ovens is outlined with 
satin chrome molding with a jeweitone 
control panel at the top. The dial is 
mounted at left, the clock at right. One 
oven features Hardwick’s balanced heat 
EquaFlo burner and the second oven, 
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for luxury two-oven installations, is the 
MicroRay that is said to broil, brown 
roast and barbecue “twice as fast with 
half the gas.” The MicroRay also has an 
exclusive  live-flame, thermostatically 
controlled rotisserie. Hardwick Stove Co., 
Dept. AL, Cleveland, Tenn. 
Circle No. 221 on Handy Cover Card 


Panelyte Line of Decorative 
Laminates Is Increased 

NAHB Exposition-goers will be in 
troduced to two new metallic patterns by 
the Panelyte Div. at its booths Nos. 468 
and 469 in the Sherman hotel. Called 
iridescent and platinum white, the two 
new additions to the Panelyte line of 
decorative laminates are available in 
standard and postforming grades and in 
all regular distributor sizes 

Iridescent consists of tiny metallic 
flecks of gold, silver, red and blue on a 
solid background and is available in four 
pastel colors: sand beige, white, citron 
yellow and carnation pink. Platinum 
white has platinum flecks scattered over 
a white background. Panelyte Div., St 
Regis Paper Co., Dept. AL, 150 East 
42nd St., New York 17, N. Y 

Circle No. 222 on Handy Cover Card 


January 4, 


All-Aluminum Medicine Cabinets 
The Mirro-Chrome Co. announces it 
will exhibit a new line of all-aluminum 
Lifetime medicine cabinets at its booths 
Nos. 320, 321 and 322 in the Conrad 

Hilton hotel during the NAHB Show. 
The Lifetime cabinets can be made to 
individual specifications on orders of as 
few as 50, says maker. A special model 
house bonus also will be offered to build- 

ers who place orders during the show. 
Mirro-Chrome also will exhibit its Vis- 
(continued on page 62) 
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IF YOU STOCK 7 
OF THESE 12 TOOLS- 


YOU should 
stock the 


DIRECT- 

TO-DEALER 

GOLDBLATT 
LINE! 


Take this check-list test! If 
you can identify 7 or more 
of these tools as items you 
carry in your regular stock— 
then your store is a tool 
center for professional men 
in the building field! And 
such Dealers must stock and 
sell Goldblatt Tools, the 
preferred trowel-trades line 
since 1885. If you do not 
get the Goldblatt Dealer 
Catalog, write for your Free 
copy today! We'll send it 
out at once! 


IN CERTAIN AREAS, 


yr 

Rehr NOW 
SELLS THROUGH 
KEY JOBBERS! 


We have appointed stock- 
carrying swift-servicing Job- 
bers on both coasts. Other 
Jobber appointments are 
pending. Write for the name 
of the Jobber nearest to 
your store. 


JOBBERS: Write us if you 
are interested in the Gold- 


blatt Tool line for your area. 


/¥, 
Yoldblatt) too. comPANY 


1930 WALNUT STREET 
KANSAS CITY 41, MO. 
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TULIP design 
Cylinder Entrance Lockset 


TULIP design 
Interior Lockset 


STANDARD design 
Cylinder Entrance Lockset 
y (Also, matching interior sets) 


complete 
quality 
line 


~@ 
Decorative Escutcheon Cylinder Tubular Dead Bolt 


Screen & Combination Apartment Sectional Entrance 
Door Lockset Entrance Set Cylinder Lockset 


ATO RE 


NEW YORK: Ozone Park 16 @ CHICAGO: 205 W. Wacker Drive 
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free surface which readily lends itself 
NEW PRODUCTS to finishing with paint, stain or other 

material. NAHB Show-goers will be in 
troduced to G-P Ripplewood now avail 
able in 4’ x 8’ panels or 12” and 16’ 
squares. V-grooving is available for ran- 





(begins on page 48) 





a remp ate! of bec tate: a dom-plank effect. Thickness is 5/16” 
eee ee Le woewee. “ Georgia-Pacific Corp., Dept. AL, Equita 
Adjusta-Shelf with an integral rod in the ble Bide. Portland 4. Ore 
shelf itself Mirro-Chrome Co., Inc., i : * ge 7 a a 
Dept. AL, 12 Fifth St., Valley Stream, aii i Soe ere 
Ee RE 
ee ats mae Bathroom Fan for Wall or 
Ceiling Installation 
A new bathroom fan for ceiling or 
sidewall installation has been added to 
the 1960 line of Berns Air King bath- 





room fans and heaters. The new fan 
Model BF2C, is an economical unit 
especially designed for both new home 
and remodeling sales. It fits between 
standard 2 x 4 wall studs, takes a 3” 
round duct and is packaged complete 
with hanger bars for easy installation 
List price of the new fan is $21.95 
be introduced to show-goers in 


G-P Ripplewood Introduced ie will 
[he swirling wood grain and bold attendance at the NAHB Exposition. The 
shadow pattern shown in photograph Fastest Dealer Service manufacturer also will display its com 
above illustrates decorative possibilities plete line of built-in heaters and fans 
of G-P’s new Ripplewood. The textured Special arrangements will speed your and new range hoods for 1960. Berns 
effect is attained by applying a special inquiry to the manufacturers. See the Air King Corp., Dept. AL, 3050 North 
brushing process to Douglas Fir plywood back cover for the first really conven- Rockwell St., Chicago 18, Ill 
The resulting panel has a hard, splinter- ient card for one-stop shopping. Circle No. 225 on Handy Cover Cord 





poled b bo Fd 


If roofing is your business then you should 
know more about CAREY... the source for all 
asphalt composition roofing products 


January 4, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





new PRODUCTS 


Metal-Backed Tape 

A new metal-backed tape for better 
gypsum wallboard joints now is avail 
able. The non-perforated, metal rein- 
forced tape holds ridging and beading 
problems to a minimum and makes a 
firm, flat joint, covering up open seams 
and damaged edges of ‘wallboard, says 
maker. 

Called Gold Bond Metal-Backed Tape, 
it now is available in 100’ rolls. National 
Gypsum Co., Dept. AL, 325 Delaware 
Ave., Buffalo 2, N. Y. 

Circle No. 226 on Handy Cover Cord 


Trim-Bilt for Fascia Board, 
Trim and Rakes 


Ihe Upson Co 
a combination of two 
fiberboards specifically 
use as fascia boards, trim 
cuts costs and reduces construction 
time for builders, says maker. Trim-Bilt 
is white primed on the front, back and 
edges at the factory to eliminate field 
priming. One or two finish coats of ex 
terior house paint completes the job, it 
is said 

Irim-Bilt is availble in 12 
lengths and in 6”, 8”, 10” and 12” 
to eliminate waste. Application directions 
may be obtained by writing to The Up 
son Co., Dept. AL, Lockport, N. ¥ 

Circle No. 227 on Handy Cover Card 


announces Trim-Bilt 
43” laminated wood 
engineered for 


and rakes. It 


to 16 


widths 


C 


Molded Boat Hulls for 
Do-it-Yourselfers 


Marine Corp 
molded plywood 


announces 
hulls 
The 


designed 


Industrial 
line of 
available 


new boat 


now to lumber dealers 
premolded especially 
to bring boat building within easy reach 
of the craftsman. Anyone using 
only simple tools can fit one of the hulls 
with seats, deck and other fixtures, it ts 
Ihe hull is offered with a transom 
the exact shape of the hull 
further simplify problem of boat 

building, says maker 
Model O Molded Hull shown in pho 
tograph above is just one of three new 
hulls now available to dealers. A lum 
beryard may rack up plus sales by selling 
the hulls variety of ma 
terials to finish them to their customers 
Or, a dealer may wish to finish the 
boats in his own mill during slack months 
fill-in work and them finished 
items. Industrial Marine Corp., Dept. Al 
Warsaw, I 
Cir 


hulls are 


home 


said 


cul to 


to 
the 


along with a 


as sell as 


nd 
ep No. 22 Handy Cover Card 
(continued on page 64) 
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OCKLAND 


CINCINNATI 15 


OHIO « BETTER PRODUCTS FOR BUILDING SINCE 1873 


is our business 


CAREY FIRE-CHEX ’325* SHINGLES 


... trend roofing for trend homes 


Carey Fire-Chex® ’325 Shingles were de- 
signed specifically with the contemporary 
home in mind. Fire-Chex ’325 tasteful, two- 
tab styling gives every home that long, low 
look which so typifies modern living. Lovely 
Fire-Chex “Shadow Blends’’—true ‘‘works 
of art’’—were developed by Howard 
Ketcham, Inc., leading American color con- 
sultant, to fulfill the desires of home-buyers 
everywhere for full-color living. Each Fire- 
Chex roof-top is an exciting experience in 
rich color. 

Indestructible Carey asbestos fiber, com- 
bined with Carey thermoplastic asphalt, 
has resulted in the toughest, strongest roof- 
ing shingle ever developed. This unique 
composition has won for the Fire-Chex ’325 


Shingle the UNDERWRITERS’ LABORA- 
SAFETY 


FIRE 
Shingles 


TORIES CLASS “A” 
ING. Fire-Chex ’325 
INSTANTLY 


on pressure 


stay sealed under the most adverse weather 
conditions, thanks to the exclusive ST'A- 


also 


contact, 


National Association 
HOME BUILDERS 


Aamaal 


RAT- 
seal 
and 


January 17-21 
1960 


SEAL® tab. No anxious waiting for the 


sun to do the sealing job! 
99295 


Fire-Chex 
many 


V4 


ways Class 


Rating . . . tough, strong composition . 


“Shadow Blend” colors . 
tab styling... 


» Shingles “have it’ 
“A” Fire Safety 


in so 


«5 TION 


. .contemporary two- 
immediate protection against 


the elements. Why not write for the full-color 
Fire-Chex Bulletin, Dept. AL-160, or call 
your Carey representative for further details 


*U.S. Patent No. 2,326,723 (and others) 
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NEW PRODUCTS 


(begins on page 48) 





ee RRRRARNADS 


A Prefabricated Doghouse 
is Offered in KD Form 


A new doghouse styled in a contem 
porary gothic arch design is available 
kd in a colorful, self-selling corrugated 
carton measuring 21” x 29” x 2%” 
Called the Dog Palace, it can be as 
sembled in less than two minutes with 
out tools, says maker. Three prefabri 
cated sections interlock to form a dog 
house strong enough to stand on, it Is 
said. 

Constructed of tempered hardboard, 
the Dog Palace defies chewing by the 
dog, damage by children and can be easi 
ly swept or washed out. It is offered in a 
natural wood-grain finish trimmed with 
gold in a single 202” x 29” size to ac 
commodate most of America’s 30 million 
dogs, maker announces. It also can be 
painted. Suggested retail price of the Dog 
Palace is $15.95. The Carl A. Strand 
Co., Dept. AL, 3341 North Adams Road, 
Birmingham, Mich. 


Circle No. 229 on Handy Cover Card 


Develops a Timesaving 
Fireproofing Material 

Called Mono-Kote, a new direct-to 
steel fireproofing material for steel-con 
structed buildings can be applied to any 
thickness in one application, says maker 
Applied to ceilings, beams and girders, 
Mono-Kote in a single application pro 
vides excellent fire protection, efficient 
insulation, sound absorption and certain 
rust-inhibitive advantages, it is said. Its 
usage also reduces excessive scaffolding 
handling and excludes the need for lath 
ing 

Mono-Kote consists of a vermiculite 
base combined with other ingredients to 
provide maximum fireproofing. It is a 
premixed material and requires only the 
addition of water. It can be used with 
standard mixers and plaster machines 
When applied, it sets quickly to become 
a tough, hard material without fissur 
ing or shrinkage. Zonolite Co., Dept. Al 
135 S. LaSalle St., Chicago 3, Ill 
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Hako Offers New Wood Hues 


Attractive wood patterns in new low 
cost asphalt and vinyl asbestos tile now 
are available in the Hako line. Four 
different basic colors and grainings in the 
new series are offered to harmonize with 
woods used in French Provincial, Early 
American and other contemporary infor 
mal types of furniture 

The new Hako Wood Hues are offered 
in rock maple and antique cherry colors 
in asphalt tile; in vinyl asbestos, the 
new shades are fruitwood and cypress, 
shown in-use in a French Provincial 
living-dining area in photograph above 

Suggested retail price of the new Hako 
Wood Hues in asphalt tile is i5S¢ a 
square foot; in vinyl asbestos tile, 21¢ a 
square foot. Hako tile in the new colors 
and grainings now is available from dis 
tributors. Mastic Tile Div., The Ruberoid 
Co., Dept. AL, P. O. Box 128, Vails 
Gate, N. Y 
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If siding is your business 


then CAREY is your source for a complete 


line of asbestos-cement siding products 
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lively effect is desired 

Dealer sales aids now available include 
literature, displays and national adver 
tising. The Celotex Corp., Dept. AL, 120 
S. LaSalle St., Chicago 3, Ill. 


Circle No. 232 on Handy Cover Card 


Adds a New Tarp Line 


C. R. Daniels, Inc., announces a new 
line of tarpaulins which calls for folding 
and stitching a 142” to 2” hem. Greater 
durability is said to be achieved with 
the 2-ply hem for side grommets and 
4-ply strength on corner grommets. All 
seam stitching is flat with three rows of 
heavy thread. Brass grommets are se 


cured on each corner and every 3’ to 4 
along the sides 








Ihe new line is especially designed for 


the farm market as well as industry use 
it is offered in brown or green color in photograph above is announced. In 
in 14 standard sizes ranging from 5’ to ner construction of the door consists of 
to 20’ x 30’ (cut size) Che Penquin (see inset, left to right) door skin 
tarpaulins are of sturdy duck with five Novoply, damping material and air space 
Th Ceili Tile Patt ~atme igh 8, 10, 12, 14.9 
ree Ceiling ttle Patterns pre-treatment weights » i 12 4 The Novoply used in the door is a three 


and 18 ounces. Ropes are available at ply board of resin-impregnated laminated 
slight additional cost. Catalog sheets may wood flakes and chips and because of 
be obtained by writing to C. R. Daniels, its dense construction has excellent 
Inc., Dept. AL, Penquin Tarpaulin Div sound transmission reduction properties 
Daniels, Md The new acoustical door may be faced 

Circle No. 233 on Handy Cover Card in a wide variety of veneers suitable for 


Three new ceiling tile patterns have 
been added to the Celotex line of sound 
quieting and designer tile. Fantasy Hush 
Tone (top in photo above) is a three 
tone print with a sweeping design of ran 
dom miniature perforations on a _ soft 
white base. When installed, it gives a 
gentle textural effect to any ceiling 


Clouds (center) is a three-tone abstract Introduces a New Weldwood door. The door now is 
only, but plans are to stock it in the 


design adding a delicate airiness when : 

used in bedrooms, living rooms and din Acoustical Door near future in many of the firm’s 
ing rooms. Gala Hush-Tone (bottom) A new Weldwood Acoustical Door that branch warehouses. U. S. Plywood Corp 
features a flowing pattern of random will even shut out noisy telephone Dept. AL, 55 West 44th St., New York 
miniature perforations in two sizes. It equipment in the next room when in 36, N.Y 

is especially suitable where a_ bright, stalled in a switchboard office as shown C 


iny type of architecture. It also may be 
hung in the same way as a conventional 
available on order 
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is our business 


CAREY CERAMO ... the patented siding 
with the hard china-like surface ... 
the siding that never requires costly maintenance. 


Colorful Ceramo — made as textured This smart, textured or smooth Ceramo 
shingles or smooth clapboard —excels as is just the kind of siding that home- 
a siding material because the _ high- buyers and home-remodelers find so 
temperature baking ovens used in its desirable. With Ceramo there’s never a 
manufacture produce a ceramic-type costly exterior maintenance problem, 
weather surface that is_ virtually never a painting job required to preserve 
indestructible. the surface or restore colors that have 
This method of heat-processing the faded. 

compressed panels of Portland cement For full details on the siding that truly 
and Carey-Canadian asbestos fibre also lasts a house-time call your Carey Repre- 
produces the non-fading, all-mineral sentative. Or, if you prefer, write for 
colors which distinguish Ceramo from colorful literature to Dept. AM-160 
ordinary siding materials. 
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new SALES AIDS 


Promotes Vinyls for Home Handyman Use 

Windows displaying a do-it-yourself theme always get a 
great deal of customer attention. The attractive one shown 
in photograph at right is especially designed by Armstrong 
Cork Co. to center attention on your store and services. 
Vinyl asbestos Excelon Tile in several patterns has _ been 
arranged on the window floor to give the do-it-yourselfer an 
idea of what he may accomplish over the weekend. The back- 
drop features all of the standard do-it-yourself tools that he 
will need: a saw, hammer, square, etc. The tiles are easily 
mounted on the backdrop with double-faced masking tape, 
says Armstrong 

The suggested display at right is one of eight new window 
treatments aimed at increasing vinyl floor sales and fully 
illustrated in a four-page publication now available to dealers. 
Armstrong Cork Co., Dept. AL, Lancaster, Penna 

Circle No. 235 on Handy Cover Card 





Portable Marlite Display for Dealer Use 

Marlite Div. has available a portable display containing 
samples, ad proofs and descriptive literature for dealer use at 
sales meetings, model homes and other special promotions. 
The outside surface of the hinged case is covered with a mar- 
ble-patterned Marlite panel on one side and an eye-catching star 
motif pattern on the other side. 

The display is 72” wide and 66” high when assembled and 
opened to full width. When closed, with its legs and top signs 
removed, the unit is 36” wide, 42” long and 7” thick. The 
display is adaptable to any location, whether against a flat 
wall, in a corner, or standing in an open area. Dealers may 
reserve it for special promotions by contacting a Marsh Wall 
Products sales representative in their areas. Marlite Div. of 
Masonite Corp., Marsh Wall Products, Inc., Dept. AL, 341 
Main St., Dover, Ohio. 

Circle No. 236 on Handy Cover Card 


three different wood grains and 16 dif 
ferent color tones. 
Market data. A Miraply Merchandis- 
ing Aids Kit was introduced to dealers 
at the NRLDA Show. It contains a 
“How to Display” booklet, newspaper ad 
mats and proofs, point-of-sale banners, 
pattern and guarantee labels, consumer 
take-home literature and a folder en- 
titled “Getting the Most from Your 
Miraply” for handout to each customer 
with his purchase. The kit now is avail 
able to dealers from distributors. Miratile 
Manufacturing Co., Dept. AL, 8201 S 
Wallace St., Chicago 20, III. 
Circle No. 237 on Handy Cover Card 
ih 
Miraply Prefinished 
Plywood Paneling 
George E. McPheeters, right, manager 
of marketing, Weyerhaeuser Company 
Lumber & Building Material Stores, Min- 
neapolis, Minn., was photographed while 
admiring new Miraply sales aids shown 
to him by the manufacturer’s advertising 
and sales promotion manager T. J. Mul- 


laney. 
The large, standard size 4’ x 8’ Mir- 


ee 


Acoustical Tile Mobile Display 


An attractive mobile display now 
available provides a dealer with a large 
eye-catching merchandiser which the 
slightest breeze will set in motion to 
attract customer attention. 

It displays four textures of acoustical 
tile including 12” x 12” Forestone Drift- 
wood, Fissured, Starlite and Striated 
ceiling tiles. It may be used with a coun- 


aply sheets can be applied by the do-it 
yourselfer right over old wall surfaces. 
They also may be nailed to studding or 
cemented to existing walls provided they 
are flat, says maker. Miraply is prefin- 
ished. It requires no sanding, staining or 
varnishing. Customers may choose from 
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Ah-h-hh. . Something New Again 


Turn to back cover for a time-saving, 
brand-new idea in inquiry cards for 
busy dealers. 


ter rack containing four-page, four-color 

brochures describing the products in ad- 

dition to other point-of-sale aids avail- 

able from Simpson Logging Co., Dept. 

AL, 1033 White Bldg., Seattle 1, Wash 
Circle No. 238 on Handy Cover Card 


January 4, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





Introduces a Power Buggy 

Aeroil Products Co. announces an all- 
new model BG-10 Power Buggy. It is 
available with either a 10 cubic foot 
bucket or a flat pallet. The unit will 
carry a 1,500-pound payload. It is only 
31” wide, permitting it to pass through 
doorways. 

The model BG-10 features 4-wheeled 
stability and a dead man brake. Aeroil 
Products Co., Dept. AL, 69 Wesley St., 
South Hackensack, N. J. 
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Portable Transit-Mix Plant 


A new portable transit-mix plant 
called the Gopher, now is available. The 
complete plant consists of a 40-ton 
capacity storage bin divided for three 
sizes of aggregate; a 6-yard portable 


weigh batcher with 24” wide discharge 
belt bolted to hopper frame; and a 285 
bbl. capacity Porto-Silo complete with 
4,000-pound capacity cement batcher. 

The aggregate batcher and discharge 
belt form an integral unit and include 
wheels, axles and pneumatic tires as 
standard equipment to provide easy port 
ability. The main aggregate bin is all 
welded steel construction with 9’ wide 
sections and fill gates for charging batch 
er. The discharge belt, bolted to the 
hopper frame, is powered by a 72 hp 
electric motor. It has a capacity of 300 
tons per hour. The Porto-Silo is 8’ in 
diameter. Its built-in elevator is powered 
by a 5 hp electric motor, has a capacity 
of 180 bbl. per hour 

Standard equipment of the plant in 
cludes a 2” diameter automatic water 
meter with piping at the discharge hood 
of the discharge conveyor, a 24 cfm 
compressor and electrical panel board 
with master switch and starters. C. S 
Johnson Co., Div. of Koehring Co 
Dept. AL, P. O. Box 71, Champaign 
Ill. 
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Glidden Develops a Dramatone 
Color Machine 


President Ben Plotkin, Ji 
Fairfield (Conn.) Lumber & Supply Co 
admires new Glidden Dramatone Color 
Machine shown to him by the manufac 
turer’s national trade sales manager W 
D. Kinsell, Jr 

The Dramatone provides dealers wit 
a complete and profitable way of selling 
tinted colors to both consumers and con 
tractors. It provides 803 colors, includin 
interior and exterior colors and wood 
stains. The color machine retails for $80¢ 
and it 1s available direct from maker. An 
extended payment plan also is offered 
dealers If a dealer sells 100 ounces or 
more of colorants a month in 1960, he 
will realize about 35 of his investment 
in the machine, it is said. Sales aids in 
clude a color chip display rack, a port 
folio with colors arranged by groupings 
and literature. The Glidden Co., Dept 
AL, 900 Union Commerce Bldg., Cleve 
land 14, Ohio 





“He didn’t own a scooter ’til he 
sold his business through that 
AMERICAN LUMBERMAN classified ad” 


Whether you're looking for a new job... 
a new man to fill an old job . 
buy or sell equipment, lumber, a business 
—you'll get results by using the classified 
pages of AMERICAN LUMBERMAN! 
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Our New 
SLIM LOOK in Legs 
.. Sparks Sales! 


Scandinavian style 


Modern elegance and 


The price is right, quality 
guaranteed, Quick delivery. 


WRITE FOR FREE 


i 
DENNIX 


PRODUCTS CO. 


33-04 DOWNING STREET 
FLUSHING 54, N.Y. 
Dept. Al-1 





DENNIX 
LEGS. 
Are Customer 


a 
Pleasers: hill 





The New Extra Heavy 
SQUARE TAPERED 
LEG 


with heavy duty bracket 





stra 
Flare bracket 


WRITE FOR FREE CATALOG 


DENNIX 


PRODUCTS CO. 


4 DOWNING STREET 


FLUSHING 54, N.Y 
: Dept. AlL-1 
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Promote Family-Recreation Rooms 


e Ideas for Ads 


e Complete Layouts 


¢ High quality illustrations 


ADservice, produced by American Lumberman, has unique flex- 
ibility. If you promote remodeling, illustrations are offered on all 
big ticket packages. And when a multi-item ad is planned you 


have your choice of hundreds of product mats. 


There are now 34 mat pages available. Each page sells for $3.95, 
less in quantities, and you get a large heading illustration and from 
six to seven smaller illustrations on every page. With each page, 


we also provide suggested layouts and copy. 


Package 2 


Theme and Project 
Illustrations 

Add-a-room (exterior) 
Add-a-room (interior)_. 
Add-a-room (sketches) 

Attic room 

Christmas, headline illus......... 


Entrance, before-after 


Family-recreation room ....23, 32 


Garages ; 

Garage converted to room...... 

Get ready for winter 

Home improvement 
(composite) 

Ee : 

Kitchen 

Modernization Magic 

Money to loan.............. OMS ; 

Outdoor living 

Paneled room .... Eby 

| eee 

DIF MOOG Sicssecesoveeoee 

Se eee 

Screened porch ........ ; 

Warehouse sale .. 


Package 1 


Theme and Project 
Iustrations 


Add-a-room 
Attic Rooms 


Christmas, general 
Christmas, recreation room 
Christmas, tools 
Fencing 

Garage selection 
Hardware 

Home workshop, tools 
Home improvement for interiors 
Insulation 

Kitchen remodeling 
Paint 

Plywood 

Porch or breezeway 
Recreation rooms 
Spring check-up 
Products and 
Applications 
Adjustable post 
Blanket insulation 
Caulking gun 

Cedar closet lining 
Ceiling tile, insulating 


Ceiling tile, acoustical . 
Concrete mix 


68 


Products and 
Applications 
Acoustical tile ..... 
Awning, window ..... 
Caulking 


Christmas patterns ................. 
Combination doors ...........00006 


Combination windows .. 


RE 


Doors, interior 

Fan, kitchen 

Fence, picket . 

Floor tile 

Hardboard, perforated 
Insulation, blanket 
Insulation, pouring 
Kitchen cabinets .................. 


Louvered shutters, interior... 


Lumber, piece-price 
Paint, exterior 
Paint, interior 
Ping pong table 
Plywood 

Roof cement 
Roofing, shingles . 
Storm sash 

Table legs 

Tools, hand ... 
Train table, plywood 
Wall tile 
Weatherstrip .... 


Wreught iron railing....... zs 


Cornice, plywood 12 
Counter top 10 
Cutting board 


Doors, combination 
Doors, flush 

Doors, folding 
Doors, interior 
Doors, louver 
Doors, screen 


Fence, ornamental 
Fence, pickets 

Fence, posts 

Fence, wood and wire 
Floor tile 

Flooring, hardwood 


Garages 

Garage doors 

Glass block 

Gutter and downspout 


Hardboard, perforated 

Hardboard, wall tile , 16 
Hardware. builders’ 1 
Hose, garden 

Insulating plank 

Insulating siding 

Insulation, blankets 

Insulation, pouring 


Jalousie 


Kitchen cabinets . 10 
Knotty pine 

Ladders 13 
Lumber . geese 22 
Medicine cabinets ...........-. 16 
Mortar mix 22 


3, 26 
. 84 
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THERE’S NO WINTER SLUMP in yards merchandising indoor 


sales packages with ADservice materials. Page 32, above, in 


the ad program makes it easy to go after more recreation room 
business. Other mat pages cover kitchens, attic rooms and many 


individual products such as _ insulation, 


paneling, laminates, 


doors—all the related items which make up high-profit, saleable 
packages. ADservice is not a ‘canned"’ proposition. We fur- 
nish layouts but rely on each dealer to stress his own individual- 
ity, product lines and services to the customer. 


Paint brushes 

Paint, exterior 
Paint, interior 
Paint, masonry 
Paint, roller and tra 
Ping pong table 
Plywood 

Plywood built-ins 
Plywood handy panels 
Plywood paneling 
Plywood train base 
Posts, fence . 


Roof coating . 
Roofing, roll 
Roofing, shingles 


Screen doors 
Screen, window 
Screen, roll 
Shelving lumber 
Shingles, asphalt 
Shingles, wood 
Siding, wood 
Stairs, disappearing 
Storm sash . 


Tools, garden 
Tools, hand 
Tools, power 
Trellis . 


Wallboard 

Wall tile 
Weatherstrip 
Windows . 
Wood mouldings 
Wood paneling 
Wood siding 
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American Lumberman 
59 E. Monroe St. 
Chicago 3, Ill. 


(Circle pages desired) 


Package 1 
ty &, 2,4; &,6, 2, 4, O, 34, 34, 32 
14, 15, 16, 17, 18, 19, 20, 21, 22 


pages @ $3.95 


entire package $82.50 


Package 2 
23, 24, 26, %, 7. @, 
29, 30, 31, 32, 33, 34 
pages @ $3.95 
___.._.___entire package $44.90 


Catalog Send free cotalog___1 


Nome___ 


Address 


TET, | ae ee 
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what's thee PRICE? 


With this issue we begin reporting the high prices and low 
prices we find every two weeks. Undoubtedly one would be able 
to find higher prices as well as lower prices than those reported 
here; these are considered reasonable, for the reporters are among 
the top-quality dealers in their regions, known for long-time skill 
in managing their businesses and for delivering full value for the 
customer’s dollar. 

The competitive situation can be judged by observing the width 
of spread between the highs and lows of individual products with- 
in a geographical zone. There is not necessarily any relation be- 
tween the prices quoted below and those which will be quoted in 
the next issue, two weeks from now, since highs and lows at 
that time may come from totally different dealers. 

Comments and questions will be welcomed by The Editors. 


Current Retail Price Range 
Retail prices to typical one-house contractors, based on current American Lumberman reports received from leading dealers 


Zone 1 | Zone 2 Zone 3 | Zone 4 | Zone 5 Zone 6 Zone 7 Zone % Zone 9 
North | Middle | South | East North | East South | West North | West South | Mountain Pacific 


Atlantic Atlantic | Atlantic Central | Central | Central | Central 
LUMBER: Low High | Low High | Low High | Low High | Low High | Low High | Low High High | Low High 
Douglas fir: } 
Dimension: 

Std. & Btr. green R/L 2x4 

Std. & Btr. dry R/L 2x4 

Std. & Btr. green R/L 2x10 

Std. & Btr. dry 2x10 R/L 


West Coast Hemlock, White Fir 
Dimension: 
Std. & Btr. dry R/L 2x4 
Std. & Btr. dry R/L 2x10 


Western Pines: 
Boords: 
No. 24 Btr. dry 1x8 R/L S45 or shiplap 
No. 3 & Btr. dry R/L 1x8 S4S or shiplop 


Souther; Pine: 
Dimension 
No. 2 & Btr. dry R/L 2x4 
No. 2 & Btr. dry R/L 2x10 
Boords 
No. 2 & Btr. dry R/L 1x8 S4S or DA Mor 
shiplap 
Hardwood Flooring: 
Select Ook 25/32"' x 2 1/4" Ploin sowed 2 
No. | Common Ook 25/32" x2 1/4"" Plain sawed 2 
Interior Softwood Paneling 
No. 2 Ponderosa Pine R/W 
Wood Siding: 
Redwood Cleor All Heart bevel siding 3/4'' x 10" 
“A” Cedar bevel siding 3/4" x 10" 
Wood Shingles: 
Cedar shingles 5/2 #1 16" - 5X 





PLYWOOD: 


1/4" DFPA-AD interior glue 

, V4" DEPA-AD exterior glue 2 
3/8" DFPA-CD sheathing interior glue 10 
1/2" DFPA-CD sheothing interior glue 

, 5/8" DEPA-CD sheathing interior glue 





MILLWORK: 


Phil.mahogany (Lavan) flush door | 3/8""-2-6x6-8 

Birch Hush door | 3/8" — 2-6x68 

Double hung window unit 2-4x4-6, set up. glazed 
weatherstripped and balanced 





BUILDING MATERIALS: 


Outside white paint, first grade 

8d common steel nails 

Mineral wool insulation, full-thick bott 
Ceiling Tile 12x12” 

1/2" insulating bvilding boord 
25/32" insulating sheathing 

3/8" gypsum wallboard 

1/8" tempered hardboard 

215# thick butt esphalt shingles 
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Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates 

1 Time —30c per word for each insertion. 
Minimum charge of $1.50 per line 

3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 


per line. 


Add $1.75 per insertion for blind ads bearing 


box number. 


No agency commission or cash discount 


allowed. 


All ads for classified section must be in Pub 
lisher's office 14 days preceding date of pub 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less ore specified or used, regular line rate is 
charged. When answering box numbers or 


mailing copy for ads address them to: 


AMERICAN LUMBERMAN 
59 East Monroe St., Chicago 3, Ill. 
Phone: Fi 6-7788 





HELP WANTED 





WANTED: Experienced Lumber Estimator 
Salesman for long established retail yard 
Must be capable and willing. State quali- 
fications and salary expected. Address Box 
K-50 American Lumberman & Building 
Products Merchandiser 





FIELD SALES PROMOTION POSITION 
AVAILABLE 
Chicago Division of one of the largest in- 
tegrated lumber manufacturers has a po- 
sition open for an experienced young man 
who is ready to assume greater responsibility 
in the development and distribution of forest 
products. An excellent opportunity. Write 
experience et to Box K-55 American 
Lumberman & Building Products Merchan- 


diser 





rienced Retail Lumberman, estimato1 
: draftsman—capable of Assistant 
ition. References by mail. Sal- 
ary & Commission. No drinkers wanted 
Rehobott! Lumber Co Rehoboth Beach 
Del 





SITUATIONS WANTED 








Have extensive experience in top manage- 
ment of both line yard and large volume 
independent yard operations. Thoroly fa- 
miliar with all phases of retail building ma- 
terial business. College graduate. Presently 
employed. Desire change. Address Box K-50 
American Lumberman & Building Products 
Merchandiser 


70 





SITUATIONS WANTED 


BUSINESS FOR SALE 








‘SHELL HOME” SUPERVISOR 

Will manage “Shell Home”’ operation, either 
on local or national basis, secure financing 
establish dealers, prepare merchandising 
aids, train salesmen, etc. Experienced cater- 
ing to the do-it-yourselfer and supervising 
conventional and pre-fab construction. Nine 
years associated with the retail building 
material dealer, pre-cut and pre-fab manu- 
facturer. Age 37. Will relocate. Address Box 
K-59 American Lumberman & Building 
Products Merchandiser 





SALES REPRESENTATIVE 
AVAILABLE 





WE ARE SEEKING 
ITEM FOR DISTRIBUTION 


Building material division of an established 
strong company seeks additional item for 
dstribution to wholesale building material 
trade in the Northeast. Intensive sales ef- 

and warehousing available. Address Box 
K-61 American Lumberman & Building 
Products Merchandise! 





SALES REPRESENTATIVE 
WANTED 








SEND DO IT YOURSELFERS AWAY 

DOES PROFIT COME THAT EASY 
Sell proven quality, exclusive label paint 
priced for full 40 profit at $2.59 to $4.99 
retail. Get and keep your share of do-it- 
yourself paint profits with a low investment 
high turnover planned program. A free 
copy of our Paint Promotion Kit shows you 
how. Don't miss the Spring Season. Write 
today 
Mr. Zinc 


Proctor Paint Mfrs 
Box 0-191 i. ¥ 


Yonkers, N 








Weatherstrip and sash balance line available 
sold to millwork trade. Choice territories 
Attractive commission. Send complete in- 
formation regarding territory covered, lines 
now handled, etc. Write Edward A. Zegers 
Precision Weatherstrip Co., 7300 S. Univer- 
sity, Chicago 19, Illinois 





BUSINESS FOR SALE 





Lumber Yard For Sale 
Lumber Yard for Sale in Oklahoma City 
due to owner's retirement account of age 
Established business, yearly sales in excess 
of $1,000,000.00. Sell or lease equipment and 
improvements te responsible purchaser. No 
bonus. Inventory at market. Exceptional op- 
portunity. Address Box K-53 American Lum- 
berman & Building Products Merchandiser 


FOR SALE OR LEASE 
Excellent Retail Lumber yard located on 
Highway 63 in San Joaquin Valley Calif. 
Large store, ample buildings, railroad spur, 
plenty room for pre-fab. Easy terms. Byron 
Cannon, P. O. Box 158, Cutler, Calif. 





FOR SALE-—Lumber yard Paint and Hard- 
ware in Alaska. Average Gross $90,000. Ideal 
for man and wife. Terms. Address Box K- 
62 American Lumberman & Building Prod- 
ucts Merchandiser 





Lumber Yard. Land and buildings $13,500 
Clean inventory, about $17,000. Now operat- 
ing in Central Wisconsin. Really priced to 
sell. Write Box K-60 American Lumberman 
& Building Products Merchandiser 





RAILS WANTED 





RAILS: New and Relaying. Bought and Sold 
1000 Good Serviceable Kiln Trucks in stock 
M K. FRANK, 480 Lexington Ave., New 
York 17. 400 Park Bidg., Pittsburgh 22, Pa 





MACHINERY FOR SALE 





End the back-breaking strain of mov- 
ing heavy loads with hand equipment 
Exclusive features permit one man to 
do the work of four with less effort 
and without a heavy investment i: 
motorized equipment. An inquiry o1 
your letterhead, giving name and 
title, will bring complete details. No 
obligation, of course. Address: Twin- 


Tilt, P.O. Box I-7, Cincinnati, Ohie 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO 


119 North Fourth Street 
Minneapolis 1, Minn. 





FURNITURE FACTORY 

& CUSTOM MILL CLOSEOUT 
GUM Sap 7M’ 4/4 #1 C&Btr 1M 5/4 2M 6/4 
4M 8/4 5M 10/4 9M 12/4 MAHOG Afr 4M Sel- 
&Btr 6M 12/4 POPLAR 4M 5/4 Sel&Btr 6M 
6/4 #2 Com YP 8M 5/4 #1 Com&Btr PONDE- 
ROSA 15M 5/4 FAS Redwood 10M 5/4 CAH 
8M 8/4 CAS Address Box K-51 American 
Lumberman & Building Products Merchan- 
diser 





EVERY OTHER WEEK... 


Keep in mind that this magazine is published EVERY OTHER WEEK—not just once a 
month. It therefore can and does keep you right up to date on changing sales, mar- 
keting and management methods. It will give you fresh viewpoints and new inspira 
tion to better your knowledge of WHAT TO DO and HOW TO DO IT. 
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ADVERTISER'S INDEX 





Acme Steel Co. ... 
Aetna Plywood & Veneer Co. 
American Steel & Wire, 

Div. of U. S. Steel .. 
Appalachian Hardwoods , 
Azrock Floor Products Div., 

Uvalde Rock oe Co. 
Bethlehem Steel Co. ..... 
Bunyan Lbr. Co., Paul 
CARADCO, Inc. 

Carey Mfg. Co., The Philip . 
Columbia-Geneva Steel Div. 
Deniston Co., The : 
Dennix Products Co 
Early American Fence Co 
Formica Corporation, 

Sub. of Cyanamid 
Gerrard & Company, A.J 
Goldblatt Tool Company 
Hamer Lbr. Sales, Inc 
Hines Lbr. Co., Edward 
Home Planners, Inc. 
Inland Steel Products Co 


Knape & Vogt Mfg. Co ‘ and Ontario Paper Co., Minneapolis, 
Larsen Products Corp 5 M 
M. Lober & Associates 3 inn. 
Long-Bell Division, * Appointment of three new distribu- 
International Paper Co ‘ ilo JP “S rp -ouNn- 
Macklanburg-Duncan Co 2-13 tors by Filon Plastics ( i, » El Segun 
Masonite Corporation 38-35 do, Calif., is announced. They are 
Menominee Indian Mills . oe Oe arman’s S ee ) -e 
Minnesota Mining and Mfg. Co j Lumberman's Supply, Inc with ortices 
Miratile Mfg. Co., Inc in Madison, Wis.; Georgia-Pacific 
National Hardware Corp Corp., Lafayette, La.; and McNeil 
National Manufacturing Co 7 . é ft : é 
Parker Hardware Mfg. Corp., $ 5 Company, Kingsport, Tenn. 
Pittsburgh Plate Glass Co : * Southern Tile Distributors of Virgin- 
Ridge Tool Co., The . Ss sa has bee ~d by Mastic Tile D 
ReOeW Sales Co. . 7 la nas deen Namec y aSlic lie IV : 
Ruberoid Co., The ... The Ruberoid Co., Vails Gate, N. Y., 
ae ents gyal noe as its distributor of Matico asphalt and 
Southern Screw Co vinyl asbestos floor tile, plastic wall 
Southwest Lumber Mills, Inc ‘ . : : 
Symons Clamp & Mig. Co tile, Mastic solid vinyl tile and Sofstep 
Tennessee Coal & Iron Div rubber tile in the Richmond area. 
Tennessee Stove Works 
Union Fork & Hoe Co., The 
U. S. Steel Corp 


U. S. Steel Export Co. 
Wood-Mosaic Corp 52 S YM Oo N _ 








“Have You Overlooked This’’ 


The following manufacturers were carried 
in the Dec. 21 issue of American Lumber- 
man & BPM and are again listed with their 
inquiry numbers for your convenience. Use 
the Handy Cover Card for more informa- 
tion 
Armstrong Cork Co. . ea » oon 

Write for full information on the profit 

potential of Armstrong ceiling tile 
Barrett Div., Allied Chemical Corp. ... 63 
‘Barretone” ceiling tile gives you extra 
advantages—good looks, strong insula- 
tion, easy handling, and economy. 
Bennett Mfg. Co., Richard C. ; 59 
Literature available on Bennett ‘2-Way”’ 
Panel Saw. 
Crestline Company : er cae 
Crestline offers big profits for a small 
investment in the millwork business. 
Use handy cover card for full details. 
— Lock Division, Dexter Industries 
‘“ 7 
Sooke sells quality. A series of checks 
guarantees quality protection of the 
famous Dexter jewelers finish 
Formica 52 
New Formica “Safe-Bond” ‘contact ‘cement 
—safer because its non-flammable 
Graham & Co. Inc., John H. .............64 
King Cotton Cordage offers a wide as- 


Steel Stake 


sortment of twines 
Griffin Co., G. 
Griffin announces a new double edge 
saw blade for cutting all thicknesses 
metal. 
Kaiser Aluminum & Chemical Sales, Inc. .54 
Three new products from Kaiser for farm Can Be 
and residential customers—reflective 
foil insulation, packaged nails, and 
“Diamond-Drain”’ rain carrying system Reused 
Multiplex Display Fixture Co. .. 57 
New catalog illustrates the use of Mul- 2 ot ] 
tiplex display fixtures and describes Indefinite y 
sizes, prices, and construction features 
Write for a copy today 
National Lock Co., Medalist Hardware sivos fie 
ae is 62 rives easily into 
Get information and prices of Medalist hard earth. Can be 
cabinet hardware grouped in modern used for practically 
or period designs. Free display board 
comes with each grouping 
Parker Hardware Mfg. Corp., S. 58 work. This popular 
Complete catalog offered including infor- : 
mation about special line of hinges for and profitable item 
every purpose s available > 
Tennessee Stove Works 5: : — = 
Modern Maid” interchangeable gas 18°, 24°, 30, 36 
electric ovens and ‘“‘Super-Thin rang ind 42 izes 
top offer customers kitchen sales 
peal 
Union Lumber Co. 
Noyo” brand redwood available « 


treated or natural = ; 0 ky 


any type of stake 








Distributors Announced 

Three new distributors of Formica 
laminated plastics, adhesives and wall 
tile have been appointed by Formica 
Corp., Cincinnati, Ohio. They are 
Harter’s Distributing Co. with offices 
in North Hollywood, Calif.; Wrenn 
Lumber Corp., Roanoke, Va.; and St. 
Germain Brothers, Inc., Duluth, Minn 
* Kaiser Aluminum & Chemical Corp., 


SYMONS CLAMP & MFG. CO. 

4267 Diversey Ave., Chicago 39, Ill., Dept. A-0 
Oakland, Calif., has appointed the Mil- ee: Oe Se ee 
waukee (Wis.) Bridge Co. a distributor 
of Kaiser Aluminum industrial build- 
ing products and architectural extru- 
sions. 

* Read & Company, Inc., Worcester, 
Mass., has been named a wholesale dis- 
tributor of Insulite building, decorating 


and insulating products by Minnesota Circle No. 44 on Handy Cover Card 











You'll learn 
the way to... 





ear! PLYWOOD? 


CALL AETNA 


Phone Chicago — Armitage 6-7100 
AETNA PLYWOOD AND VENEER COMPANY 
Main Office - 1731 Elston Avenue - Chicago 22 
Branches, Rockford - Peoria - Indianapolis - Elkhart 


Castes Se Geant In Wisconsin, The Milwaukee Plywood Company 


Milwaukee and Wausau 
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MANAGEMENT WORKSHOP-IN-PRINT 


Helping Sales Manpower 


Grow on the Job -- =: 


(The first of a series of three) Interested dealers and wholesalers may mimeograph and 
use this check list: 1, as a periodic examination for sales 
employes; 2, as an outline of the subject matter for a basic 
sales training program; 3, as a check list in appraising an 
individual’s performance and progress from time to time, 
and 4, as a reference list in analyzing a prospective em- 
ploye. 


{At our workshops we have repeatedly analyzed the 
problem of getting employes to take the basic steps to pre- 
pare themselves for a superior selling job. Here is a sum- 
mary of the best techniques developed to date.) 


Art Hood 


PERSONAL PREPARATION FOR A SUPERIOR SELLING JOB 


In grading give yourself 4 points for Excellent, 3 pts. for Good, 
2 pts. for Average, | pt. for Poor. Note progress every 6 months 


Grade Keep physically fit Date Date Date 
Y ourself Keep free from prejudices 

Every 6 Keep mentally alert 

Month Show enthusiasm in and for selling 

Learn from defeats—cultivate stick-to-itiveness 

Stand on successes 

Remember the goal—SALES 

Be well groomed at all times 

Be well mannered at all times 

Take no chances with BO or bad breath 

Set specific goals and review periodically 

Take Dale Carnegie course in salesmanship and public speaking 
Make calls up to 5:00 PM Fridays 

Get started early in the morning 

Work at least 8 hours after hours per week 

Remember a cup of coffee may cost you a lost saie 

Make an extra call a day 

Have faith in your industry, your company. your products & yourself 
Stop worrying and complaining 

Make people like you 

Act like a professional salesman 

Reduce non-productive time 

Work smarter—as well as harder 

Ask for suggestions from successful men 

Read and learn your catalogs 

Place a monetary value on your time 

Don’t live beyond your means and then blame job 
Remember—you are an important part of your company 
Cultivate the habit of seeing and noticing 

Think of new and better ways to do things 

Acquire general information on related subjects outside your job 
Cultivate a likeable friendly personality 

Know your merchandise 

Know more about your lines than your competitor 
Cultivate a pleasant speaking voice 

Learn to smile sincerely 

Really like people 

Eat and exercise moderately 

Avoid liquor in business hours and in excess always 

Get all the education you can 

Choose constructive associates 

Study more. Read trade journals 

Learn to write legibly 

Admit your mistakes, follies and sins and then forget them 
Cut down on coffee breaks 

Determine to excel other salesmen in 3 or 4 important aspects 
Cultivate your ambition, drive & energy; they will control 
your production 

Your job is to get along with peopie. Prepare to do this 
better than average 

Develop an insatiable curiosity and learn to be discontented 
with things as they are 

Sell the family on your job and keep them sold 
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FIRST TIME EVER! An important Announcement to Building Supply Dealers! 


EXCLUSIVE LOBER PROGRAM 
GUARANTEES YOU PROFITABLE 
Bla POWER MOWER VOLUME! 


Sensational Extra! IMPULSE STARTERS 


Here's a proven plan to pull big extra retail traffic into 

your store, any month of the year! Lober power mowers 

sell by the truckload and the carload in stores everywhere, 

even with snow on the ground! Lober’s exclusive merchan- 

dising program brings the customers in. And Lober’s top quality, 
advanced features and low promotional prices let you wndersell and 
outsell all competition ... move your mowers out fast, fast, fast! 
Order now, and start making 41g money with the Lober pro- 
gram! Remember, Lober gwarantees you'll sell every 
mower you order! 









}/ \ Revolutionary Impulse 
i] Starter makes start- 
ing a mower easy as 
winding a clock! Press 
handle down and the 
engine starts! 



















Neal RU Oe ww: 


Rae COA ate RI Oe Oe 


ATS 2 2 Te aes ae ¥ 

No Guesswork With kx 

Lober Power Mowers ley 
LOBER GUARANTEES ( 


YOUR SALES! B 
RISK OF LOSS IS ELIMINATED! x 










; “SPECIAL ENGINE EXCHANGE 
CE Mr. Buyer, Now You Can Assure Your Customers eS) | 
AA S| complete satisfaction at ne loss te youl yy 
=) Every Lober mower transaction \ 
(Ce must be profitable to you! ic) ) 


NEW! 


Super De Luxe 






NEW SLIDE yart Inquire NOW For Complete Details re. 

1960 Power Mower UP ADJUST On This Revolationary Engine Exchance Le 
ABLE PLATE x Beko? a yy 

With Exclusive Impulse Starter! FOR CUTTING f(a ae Ae <'F *; oe ee 5))) 

Big 25-inch (swath cut) 3 HP HIGH GRASS PED PIPES, 
AND WEEDS a 






e Big 22-inch (swath cut) 3 HP 


LOOK AT THESE AMAZING FEATURES WE PACK INTO EVERY MOWER! 


—_— 





Ni , — | econ 
4 ( . i aha 
\3 ©) Q | oS 
Reinforced corners Four adjustable Start and Stop Gas New Silent Muffler Firestone Semi- New 3 h.p. Briggs & 
guarantee added cutting heights Throttle Contro! on cuts down irritating Pneumatic Tires Stratton and Clinton 
rigidity and strength Chrome Plated noise Giant 8” hermetically- Powerful Premium 
Handle! sealed double ball Engine more 
bearing steel wheels ' powerful! 
DuPont H1i-Baked Enamel Finish — World's Best Paint from the World's Best Paint Manufacturer 
You've Got To Give The Best Quality 
Make Your Move! tiie: now on ih tr Mane teen Meee MAIL COUPON NOW - 
make money while your competitors moan for merchan Manufacturer! 
dise! M. LOBER & ASSOCIATES 


7 Central Park West, N. Y. C. 23 


YES! | want Big Power Mower profit! Please rush me infor- 
; mation immediately. 





Name 
| Firm 
Shipping Point: =. Ind. AND ASSOCIATES pitti 
Ge denstes at oer ener, ©. WE, CRUE irctecscnes since 190: ‘Sidianeinae 
The World's Largest Producers of Power Mowers City Zone State 


7 CENTRAL PARK WEST, N. Y. C. 23, N. Y. JUdson 6-2117 
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Say Competitive... . 
Use This Handy 


Cover Card . 


get 


det: 


aids, 


uils 


equipment 


fast on the 


ind helpful liter 


] 
latest 


new 


Y q 
proal 


t > 
ature. 





Kasiest to use 


Keep the card folded out as you go through the 


ut 


ts, 


magazine. Circle the numbers on items useful for 


your business. 


Mail the completed card and we will rush the 


inquiry to the manufacturer. No postage is re- 


quired, 














his card good until April 1. 1960, 

Advertised Products 

] 2 3 4 = 6 7 8 9 10 12 13 
14 15 16 17 18 19 20 21 22 23 24 25 26 
27 28 29 30 31 32 33 34 35 36 37 38 39 
40 41 42 43 44 45 46 47 48 49 50 51 52 
53 54 55 56 57 58 59 60 61 62 63 64 65 
66 67 68 69 70 71 72 73 74 75 76 77 7 
79 80 81 82 83 84 85 86 87 88 89 90 91 
92 93 94 95 96 97 98 99 100 101 102 103 104 
105 106 107 108 109 110 111 112 113 114 115 116 117 
118 119 120 121 122 123 124 125 126 127 128 129 130 
131 132 133 134 135 136 137 138 139 140 141 142 143 
144 
New Products, Sales Aids, Equipment, 
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@ no turning back to find the card as 
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Turnover-conscious dealers know that sales people 





sell the item that’s easiest to sell—easiest to find. 
That’s why hardware from National of Sterling 
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& moves off the shelf faster. National’s Picto-Graphic 
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a g cartons and Visual Paks also encourage impulse 
- >s|> & > buying... there’s no guessing what’s inside. 
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* . NATIONAL MANUFACTURING CO. 
* + 11001 First Avenue Sterling, Illinois 
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